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Reaching America’s Best Feet! 


poner shoe advertising in Esquire and The Saturday of superb quality, authentic style and typical Freeman value. 

Evening Pest is consistently and convincingly The Freeman Dealership” is a passport to the confi- 
appealing to the most discriminating shoe buyers in the dence and patronage of these prospects. If there is no 
entire country... the best customers of the best merchants. Freeman dealer in your community, this is a real oppor- 
Right now, these prospective customers of yours are read- tunity worth investigating. Ask our representative to 


ing about the finest line ever shown by America’s largest call... and let us send you the new catalogue of 
exclusive manufacturers of men’s fine shoes . . models Freeman Shoes for Spring and Summer. 
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VOICE of the TRADE 


BBERT BARNES, editor of the 
“Pick-Up,” says about the cus- 
tomer and you: 

“Business, like a person, has a 
personality. At home most people 
like a refined, restful and pleasing 
atmosphere. Retail stores, because 
of their contact with the public, 
strive to provide a similar environ- 
ment, 


Ts a 


“Courtesy and refinement should 
prevail in every store. Poise, bear- 
ing and dress are important details 





in personal attitude toward the 


public. No retail business can do 
justice to itself when customers are 
permitted to encounter nervous, 
high-strung, impolite and unkempt 
sales people. The cultivation of 
courtesy, refinement, poise, neat- 
ness in appearance and cleanli- 
ness in person—these are primary 
essentials in retailing. Nothing is 
lost, and everything is gained, by 
practicing the art of refined busi- 
ness conduct.” 

4 * * 
MIARGARET BELL FERRING- 
TON, seventeen years old, of Tulsa, 
Okla., says it may not be stylish 
but it is mighty convenient, at 


limes, to wear your shoes a little 
too large. Miss Ferrington, while 
walking through the zoo, paused 
and stuck the toe of her shoe into 
a spotted leopard’s cage. The 
animal took a savage bite. Hap- 
pily, the boot was “just enough 
too big to let my foot out easily 
and quickly,” she said. Keepers 
found tattered remnants of the boot 
in the cage. 
* * * 

I. LOCKEN of the Store Without 
A Name in Fargo, N. D., writes: 

“We have found that keeping up 
with the shoe world is mighty easy 
through the Boot aND SHOE Re- 
CORDER. The articles and stories 


about what other merchants and 
shoe men throughout the country 
are doing, are especially interest- 
ing, because so often we glean valu- 
able lessons therefrom, that aid us 
in improving our own business.” 


* * * 


WVALTER C. ROOSE, sales man- 
ager for the Belle Mead Shoe Com- 
pany of Nashville, Tenn., says: 
“So many merchants seemingly 
bemoan the fact that they cannot 
afford to advertise their boys’ or 
children’s merchandise as_ they 


Page !! 


would like to do. Advertising is 
effective, provided it brings a re- 
sponse. All you can ask of your 
advertisements is to have them 
‘click’—have them read and pull 
the consumer into your store. With 
this in mind, suppose you try a 
very effective advertisement of 
youth’s shoes—and check up on 
your results, 





“We asked one very progressive 
merchant how many people, on the 
average, came into the store with 
a boy or a girl, to buy some junior 
article of wear. We were told 
each sale averages about three peo- 
ple. All three of these people are 
possible prospects if serviced prop- 
erly and given value-received mer- 
chandise. Is there any other kind 
of advertising that will bring the 
response of a group of three peo- 
ple per sale? 

“Perhaps you have been neglect- 
ing a big opportunity in NOT ad- 
vertising your boys’ and children’s 
departments more actively. True, 
the volume of business is never so 
great in these departments, but 
there is a great chance to do much 
more than you do. Besides, the 
youngster of today is the father 
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and mother of tomorrow, and it is 
always smart to cultivate the new 
prospective customers, the boys 
and girls of today.” 


* * * 


GEORGE W. MULKEM, whose 
shoe store on Hollywood Boule- 
vard is now nine months old, says: 

“Starting a men’s shoe store is 
1ather a slow proposition if one 
picks out the moderate-priced shoes 
in the somewhat conservative pat- 
terns. At first I made the mistake 
of being too conservative in my 
style selection—as I felt then, and 
do now, that catering to men from 
twenty-five to fifty years old is a 
pretty safe field in which to 
operate. 

“Men who pay from five to 
eight dollars for their shoes want 
good-looking shoes, expect good- 
wearing footwear and are appre- 
ciative of real value. It is slower 
to build a business around that 
kind of a trade. Once it is coming 
to a store, it takes a great deal 
to discourage its steady growth. 
Personal contact supersedes every- 
thing else in developing a trade of 
this nature.” 

* * os 
EFFORTS are being made to 
amend the code of general retail 
standards of the Buffalo Better 
Business Bureau to eliminate the 


use of the word “free” wherein the 





offer of something “free” is de- 
pendent on the purchase of some 
other merchandise. The revision of 
this feature of the code of fair 
trade practice is aimed against in- 
creasing offers of “free” hosiery 
and other merchandise with foot- 
wear purchases. 

Under the code adopted by the 
merchandise ‘advisory committee of 
the bureau last October, the use of 
the word “free” in newspaper and 
other advertising was allowed, pro- 
viding the fact that such an offer, 
dependent on the purchase of other 
merchandise, was clearly indicated 
in the advertising and also provid- 
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—Disasters come and disasters go, 
and American industry fights back 
with that indomitable spirit of con- 
quest that has been typical of our 
Nation since its pioneer da 

—Hardly has the roar of deadly, on- 
rushing waters subsided, than shoe 
manufacturers and merchants, 
with almost superhuman spirit and 
energy, start the work of recon- 
struction and prepare for normal 
business activity. 

—L. M. Doty, of the Selby Shoe 

Company—and himself a past- 
master in directing flood recovery 
—writes under date of February 
Ist: 
"We are cleaning up the plant this morn- 
ing after having had about four feet of 
water in our offices, and are expecting to 
resume operations, at least as far as ship- 
ping is concerned, the latter part of this 
week, and hope to have some of the 
wheels turning out in the factory some 
time next week.’ 

—Hats off to you, Mr. Doty, and to 
those other courageous men who 
look upon these disasters as but 
passing incidents in a busy life, 
and as an opportunity to build 
stil firmer foundations for future 


growth. 


Zmct 6 TEE 


President 





ing that the cost of the merchandise 
was not increased to cover the 
“free” article. 

All retailers making these “free” 
offers were asked by Gordon E. 
Smith, manager of the bureau, to 
indicate whether or not they would 
agree to the discontinuance of the 
term entirely. Of the 37 who were 
queried, a majority favored the 
plan, others were non-committal 
and only one openly objected. 

“As a result of this encouraging 
survey, we plan to call a meeting 
of those making use of the phrase 
in an effort to secure unanimous 
agreement,” explained Mr. Smith. 
Then the merchandise advisory 


committee will be given the data, 





1937 


with the recommendation that the 
code covering the use of the word 
“free” be amended to outlaw these 
offers in the city. 

* * * 


THE First National Bank of Bos- 
ton finds that: “Spring footwear 
requirements by retailers have 
broadened in recent weeks; pro- 
duction schedules are expanding 
moderately and the trend of manu- 
facturers’ prices is somewhat high- 
er. Factors underlying this im- 
provement in new business are an 
active consumer demand, an un- 
usually early Easter and firmer 
trends in shoe prices. Manufactur- 
ers’ quotatiofis on recent business 
are reported to have risen five to 
fifteen cents a pair on popular- 
priced shoes, with advances of as 
much as twenty-five cents on bet- 
ter grades. 

“Few in the trade, however, 
anticipate immediately higher re- 
tail prices. Many manufacturers 
have sold their production to Eas- 
ter and the trade expects output 
in the opening months of 1937 to 
compare favorably with corre- 
sponding months of last year.” 


JEROME S. ROGERS, a tanning 
chemist, of wide experience in the 
leather and shoe industries, has 
joined the staff of the Bureau of 
Chemistry and Soils, U. S. Depart- 
ment of Agriculture. Mr. Rogers 





@ 





has served on the Council and on 
a number of committees of the 
American Leather Chemists Asso- 
ciation, and is a past-president of 
that organization. His work in 
leather tanning and technology is 
well known to research and tech- 
nical men in the leather industry. 
He comes to his new position from 
the International Shoe Company, 
where he was in charge of the Con- 
trol and Research Laboratories of 
the Sole Leather Department. 

In his new connection with the 
Bureau of Chemistry and Soils, 
Mr. Rogers will work on tanning 

/ 























materials and on hides and skins, 
including researches on the influ- 
ence of animal life factors on the 
quality of hides and skins, the 
development of new sources of 
tanning materials and improved 
methods of tanning. His new work 
will be with H. T. Herrick, chief 
of the Industrial Farm Products 
Division of the Bureau of Chem- 
istry and Soils, and in association 
with R. W. Frey, I. D. Clarke, L. 
S. Stuart and C. W. Beebe who 


are engaged in similar research. 








AWN X-ray device for detecting 
foot troubles in a Santa Ana 
(Calif.) shoe store inspired state 
authorities to have a similar ma- 
chine made for detecting frozen 
oranges in the huge orange industry 
of Southern California. Agricul- 
tural Commissioner Tubbs got the 
idea some time ago. He took an 
orange to a shoe store, and the 
shoe merchant’s machine showed 
frozen spots in the orange. The 
system has now been approved by 
the California Fruit Growers Ex- 


change. 

* * * 
GEORGE CAPORAL, representa- 
tive for Endicott-Johnson Corpora- 
tion, in Dayton, Ohio, says: 

“The constant changes in meth- 
ods of selling and retailing shoes 
make it imperative for wide- 
awake retailers and factory repre- 
sentatives to subscribe to the Boot 
AND Soe Recorper, thereby 
equipping themselves with knowl- 
edge to follow through in their 
determination to increase their 
business. 

“It wouldn’t seem right to go 
along week after week without the 


RECORDER.” 
* e * 


@VER-PRODUCTION was a live 
topic a few years ago when output 
of shoes was up to 350,000,000 


pairs per year; and the story 
spread that more shoes were being 


% 
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made than people would buy and 
wear. 

Now production is up to 400,- 

000,000 pair per year and not 
much is heard of over-production; 
and so it continues—an academic 
question as to where under-produc- 
tion leaves off and over-production 
begins. 
MORE riding boots and fewer 
horses—an anomaly that’s easy to 
explain—for more folks are rid- 
ing horseback and fewer horses 
are used for hauling vehicles. 
Horses now number about 12,000,- 
000 which is approximately 4,500,- 
000 less than twelve years ago— 
and so fewer hides of which to 
make leather for shoes. 

It ought to be, and doubtless 
is, that with horse hides fewer, 
cattle hides should be worth more. 
And cattle are also fewer. Is the 
time coming when the gas motor 
shall have so replaced the hay mo- 
tor that a pair of genuine cordo- 
van, or horse hide shoes, will be- 
come as rare as a pair of shoes 
of genuine antelope? 

* * * 


ANNE WALKER of National 
Heel Styling Bureau says: 

“With skirts rising higher and 
higher, shoes are going to town 
this Spring. The feet that step 





forth in this year’s Easter parade 
will be more elegantly shod than 


in many seasons... Graceful lines 
are the most noticeable feature of 
the latest footwear fashions. De- 
spite porthole perforations, eyelets, 
bow trimmings, and open toes and 
heels, the smartest styles in both 
daytime and evening models owe 
their chief distinction to form- 
fitting simplicity.” 


* * * 


THE Herold Shoe Store of San 
Jose, Calif., places the desk where 
all check writing by customers is 
done right near the hosiery coun- 
ter in order to make the customer 
conscious of the hand bag and 
hosiery departments. Chester Her- 
old believes many of the store’s 
patrons are oblivious to the hosiery 
department while they are in the 
store (even though this section runs 
almost the entire length of the 
establishment). Giving them a rea- 
son for coming to the hosiery coun- 
ters (other than for buying hosiery) 
has made many sales for the store. 


* * * 


KKAY FRANCIS, regarded by 
many as the best-dressed woman 
on the screen, recommends that 
you keep your feet flexible by 
changing from one heel height to 
another in the course of a day. 


















































"We have him on tap in case customers forget their shoe size." 
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by JOHN REILLY 
Based on an interview with 


ALICE CANON 
CAPTAIN OF THE CORPS 
DE BALLET 
RADIO CITY MUSIC 
HALL 


An unusual study of Miss Alice 
Canon’s feet, showing remark 
able grace and beauty achieved 
through careful exercise and ex- 
ceptional care. 


“The Healthy Foot Is ‘the Beautiful Foot’ 


Behind Every Dancer There Has Been a Long and Difficult Period of Training and Much of 


Her Future in Ballet Depends on the Health of Her Feet. 


@N stage, at the giant Radio City 
Music Hall, the ballet is just reaching 
its climax. A ballet of ballets, a 
masterful treatment of the “Dying 
Swan” by Saint-Saens, beloved by the 
great Pavlowa, and offered as a trib- 
ute to the memory of her genius on 
the sixth anniversary of her death. 
‘ Against a blue-purple back-drop, in 
severe silhouette, stands a” broken 
Ionic column. The corps de ballet 
in white costumes, mass the entire 
stage. Margaret Sande, premier dan- 
seuse, in jet black sinks slowly in the 
final gesture of the “Dying Swan.” 
The music reaches crescendo and 
dies; the full curtain descends. The 
audience applauds. A great ballet— 


Form, Color, Beauty, Grace; yes— 
all these, but behind them even more 
—TRAINING. Training and health 
through training. These are the things 
that have made possible this great 
ballet and the ones that have preceded 
each week and must follow in quick 
succession. 

In the wings, watching every move- 
ment of the ballet, stands Miss Alice 
Canon, captain of the corps de ballet 
of the Radio City Music Hall, whose 


The ballet dancerjs tools of first im- 
portance are fher-feet. If you don’t 
think so, consider this action pic- 


ture. The whole stress and strain of «3% 
the body in motion must be borne ~* 


by the arch and toe. 
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(opecit Lhe (MUSE of, yout FOOT TROUBLES 





Suggestion for an 
interesting advertis- 


used nal 
Foot Health Week 
publicity campaign. 


How to Get Publicity for 


EN your promotion program for Foot Health Week, 
March 29 to April 3, your local newspapers will un- 
doubtedly play an important part. They will carry 
the cooperative advertising and the advertising of in- 
dividual stores. And requests will be made for gener- 
ous recognition in the news columns. 

You'll find the newspaper men, from the editor to 
the space men, ready and glad to cooperate in every 
possible way—but don’t ask the impossible! Don’t 
put the editor “on the spot.” 

It’s the editor’s job to publish news. Sometimes the 
paper’s policy permits the use of feature articles that 
“tie in” with the advertising for a special event. Some- 
times the news and advertising departments are kept 
distinctly and definitely apart. 

Create news, and it will appear in the paper without 
any special urge—the editor wants news and his re- 
porters and cameramen will be right on the job if 
there’s a good story to be had. 

The National Retail Dry Goods Association pro- 
motion calendar for 1937 lists 49 different national 
weeks! And that includes only those that may offer a 
promotional tie-up for the retail dry goods stores. 





LOCAL AUTHORITIES SHOE STORES 


To that figure add all the other weeks there are— 
and remember that probably there’s a local group in- 
terested in publicity for every single one of these good- 
ness-knows-how-many events. Not forgetting ali the 
others that besiege the editorial sanctum with axes to 
grind. 

As advertisers, you're vitally interested in keeping 
the local sheet a newspaper. So, instead of asking the 
editor for favors that he may be unable to grant, build 
up news stories that will make the front page and 
command the interest and attention of the public. 

Advance notice should also be given the writers of 
the feature pages of the approach of Foot Health Week, 
and supplied copy they can re-write as their own con- 
tributions. 

Or you might publish cooperative editorial ads in 
paid space; or perhaps build up a combination page 
or section of ads and Foot Health articles. 

The really good promotion programs for Foot 
Health Week will include all three—news stories, fea- 
ture articles and ad-editorials. 

News stories must be built up. That is, a situation 
should be so developed that it becomes news. For 


BOARDS OF HEALTH PARENT ASSOCLATIONS 
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SCHOOLS — 


example, a speech made by a local osteopathic physi- 
cian or foot specialist before the Parent-Teachers Asso- 
ciation on “Care of Children’s Feet During the Period 
of Bone and Muscle Development,” would be quite 
likely to be covered by a reporter. At least a reporter 
would attend the meeting, and should be given a copy 
of the speech. (See page 12, Jan. 23 issue Boot AnD 
SHOE REcoRDER for a speech idea along this line.) 

A check-up could be made of the school’s physical 
examination for children, and if foot examination is 
not a part of it, a story could be built up—‘Shoe Men 
and Foot Specialists Ask That Closer Attention Be 
Given To Children’s Feet.” The release would, of 
course, bring out the fact that poise, posture and physi- 
cal welfare generally, and mental growth as well, de- 
mand a good body foundation. 

Still another story can be made through a com- 
munity-wide examination of the feet of all athletes, 
getting both photographs and opinions of the persons 
examined. In that way, the well-known fact that athletes 
must have good feet is built into a news story. 

Of course, a perfect-foot contest, started early in 


March, with awards during Foot Health Week will 
make a news story—and one that may “crash the 
columns” several times. 

You have probably noticed that Foot Health Week 
is not actually mentioned in these advance promotion 
ideas—the purpose being to build up public interest 
in Foot Health so that they will be specially receptive 
when Foot Health Week announcements appear. A 
good publicity man will pick his people, get them inter- 
ested, and help along the development of a situation 
so adroitly that no one except the “insiders” will 
realize a situation is being built up. 

Advance build-up is also possible through the fea- 
ture writers of the local papers and other publications 
that have a women’s page, or a section devoted to 
Home and Health, or even a style department. 

Both syndicate writers and those on the staffs of in- 
dividual papers and publications have given increas- 
ing attention to feet and shoes in their articles, keeping 
pace with increasing public interest. A writer on one 
of the New York papers has a folder of foot exercises 

[TURN TO PAGE 32, PLEASE] 


Foot Health Week 





VATION FOOT NUT WE 


By 
R. E. ANDRUSS 
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Layout for newspaper 
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width. Poster design can 
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FITTIN 
Belongs to 


T HERE is no greater need of the shoe-buying public, 
all of whom are your customers, and many of whom are 
our patients, than that shoe men who make and sell 
shoes, and doctors who care for feet should study to- 
gether the problem of scientific shoe fitting. It will 
remain after that for the retail shoe trade to pursue 
the art of shoe fitting and develop professional skill, 
and for the manufacturing trade to develop the best 
possible types of shoes for various types of feet. 

Many are the unjust criticisms of the shoe trade made 
by doctors and laymen with reference to types of shoes 
produced, and the way they are fitted. Many com- 
plaints which are charged to shoes should be recog- 
nized as due to foot troubles or poor judgment and 
insistence on the part of the buyer. It is in this regard 
that those of us in the medical and osteopathic profes- 
sion, who understand the problems, can be of assis- 
tance. We may and we should become familiar with 
your problems so that we can persuade the patients 
that we refer to you for shoes to allow you free range 
in matters of fitting. 

Having done this, we should respect your ability in 
fitting shoes as we would wish you to respect our skill 
in treating feet. Each should do his best for the cus- 
tomer-patient, lending each other every possible assis- 
tance, but always remaining on his own side of the 
fence. 

The doctor is very rare who is competent actually to 
fit shoes, and those who are, are treading on dangerous 
ground when they insist on putting their O.K. on the 
fitting of a shoe for their patients. A far better plan is 
for the doctor to use his influence to get the patient 
to go back to the shoe man after two weeks of wear 
and let him check up on his own work. It is my ex- 
perience that the doctor will have his hands full if he 
takes care of the structural derangement of the foot; 
and the complaints that come from that source. 


To the shoe man belongs the responsibility of 
correct fitting, and he should accept it. He should 
insist upon it. He must be qualified. 


The question is often asked, “Should a shoe man 
study feet?” Let’s answer this question with another. 
Should an optometrist know the mechanics of the eye 
and the physics of refraction? 
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G 
the Shoe Man 


Or should a physician know the latest developments 
in laboratory technique? , 

Someone will say, “My store offers a style shoe ser- 
vice and I should not spend time examining feet and 
talking to customers about foot health.” Certainly not, 
but will not the knowledge of feet be an asset to one 
when fitting a style shoe to a customer who may have a 
peculiar foot condition, and yet demands a style shoe? 

The public is becoming foot conscious, is reading all 
sorts of advertising and health shoe propaganda. Even 
if one is operating a high-grade style shoe store, the 
public expects, and rightly so, that he have an intelli- 
gent understanding of foot conditions, and be able to 
give reliable information in regard to reputable men 
practicing orthopedics, osteopathy and chiropody, and 
the type of work done by each. If a customer gets an 
evasive answer, or one that displays ignorance of these 
matters, it tends to discredit the store, and the service 
that the store is trying to render. 


SO the answer to the question, “Should a shoe man 
study feet?” is in the affirmative, yet the loquacious 
individual who attempts to give a lecture on the anat- 
omy of the foot from the fitting stool or who attempts © 
to offer advice that is not requested, is liable to get the 
same rebuff that a young osteopath did from the man 
who came in for a treatment. The self-important young 
doctor began a lengthy explanation of the case, and 
how his particular treatment was supposed to produce 
the hoped-for results, when the patient said in disgust: 
“Really, Doc, I don’t want to learn the system—all I 
want is a treatment.” It is the knowledge of facts and 
principles that will help one to do a better job of fit- 
ting, and not the addition to one’s vocabulary. 

The osteopathic appproach to this problem of scien- 
tific shoe fitting is actuated by the desire to acquire an 
adequate knowledge of available shoes that may be of 
use to us in maintaining structural corrections that we 
make for our patients. We desire to know shoe par- 
lance and principles of shoe construction well enough 
so that we may meet on common ground and discuss 
our problems intelligently with retail shoe men and 
manufacturers. 

We desire to study with you the type of shoe that 
you have for us that we can best use with each type of 
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He Should Accept His Responsibility and 
Make Sure He Is Qualified to Fulfill It— 


How the Foot Specialist Can Be of Service 


by T. L. NORTHRUP, D. O. 


From an address before the Shoe Science Session 
of the National Shoe Fair 


foot we are treating. It is futile for us to do corrective 
work on a foot, and then put that foot back into the 
same shoe that had a part in causing the pathology. No 
single type of shoe will answer all our needs, neither 
is it satisfactory to say to the patient, “Go to a good 
shoe store and get a good pair of shoes.” Our medical 
men might as well say, “Go to a good drug store and 
get a good medicine.” We should be able to prescribe, 
or at least suggest, types of shoes that we think are best 
for our patients, and to do this we must know the shoes 
that are available either on the shelves of your stores, 
or in stock near-by. 


Last identification is much more valuable to us 
than stock numbers that denote pattern as well 
as last. We have learned that the name of the 
brand of shoes does not specify shape. The oste- 
opathic physician who is doing his whole duty for 
his patient should make every effort to find suit- 
able types of foot-wear and contact reliable and 
co-operative shoe men in his community, and be- 
come familiar with the shoes that they can provide 
for him. 


It was my good fortune to spend 15 years actively 
engaged in shoe production. My time has been about 
equally divided in the last 30 years between the shoe 
business and osteopathy, which gives me a great advan- 
tage in understanding the work of the foot specialist 
and the orthopedic shoe man. With this advantage I 
hope that I may be able to bring shoe men and ‘doctors 
to a better understanding of their common interests. 
H. W. Cook, president of the A. E. Nettleton Co., once 








DR. T. L. NORTHRUP 


said to me: “Northup, we learn to do by doing.” I 
have remembered this admonition and I feel sure if we 
will undertake the problem of scientific shoe fitting be- 
tween individual shoe men and individual doctors we 
will learn to co-operate by co-operating. 

What shall I, an osteopath, say to you shoe men about 
shoe fitting? Certainly I must now stay on my own 
side of the fence and speak in general terms. Certain- 
ly I am not going to send my patient to you for a pair 
of shoes of definite size and width in a particular style 
number. I may ask you to try two or three different 
models of similar design knowing full we!l that, with 
the shoe on the foot, your judgment will be better than 
mine in regard to the fine points of fitting. I would 
like to know you well enough that I could explain my 
theories about shoe fitting for your guidance in fitting 
the feet of my patients. I have a certain very definite 
conviction as to the size and width of shoes. It is this 
—the length of a pair of shoes should be two feet of 
solid comfort, and each shoe should be at least a foot 
wide. This is just another way of saying that each foot 
needs room enough in the shoe to be comfortable. Per- 
sonally, I do not do any foot surgery and I yield to 
those who do the right to prefer a shoe with a definite 
bandaging effect to hold foot structures in place tem- 
porarily as a post-operative support, but for ordinary 
corrective work I prefer free fitting. The experienced 
retail shoe man knows that his shoes will stand up and 
keep their shape longer if they are not being forced out 
of shape by a bulging foot that will force the vamp out 
over the edge of the sole. 

[TURN TO PAGE 30, PLEASE] 
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Beware of Chaos Through Political Expedience 


COMING at a time when all elements in American 
life are moving upward and forward, the political play 
of “diluting the Supreme Court” is of such importance 
that it behooves all business men, everywhere, to con- 
sider the economic changes which might be made by 
such radical legislation. The plan is to increase the 
number of judges and/or to replace Supreme Court 
justices because of calendar age by stating: “If, on the 
other hand, any judge eligible for retirement should 
feel that his court would suffer because of an increase 
in its membership, he may retire or resign.” 

May we retell a story? Three men were debating as 
to the oldest profession in the world—a surgeon, an 
engineer and a politician. The argument continued 
until the surgeon quoted the Bible, saying: “God took 
a rib from Adam and made Woman—that was a sur- 
gical operation and mine is therefore the oldest pro- 
fession in the world.” The engineer replied: “God 
moulded the earth from the chaos that covered the 
firmament and separated land from water, and that 
was an engineering project so I rate First.” Then up 
stepped the politician who said: “You said it, chaos 
was first and that’s me from beginning to end.” 

What we don’t want is the chaos that comes through 
political expedience. There is order in our form of 
constitutional government, a fair balancing of legisla- 
tive, judicial and executive powers. The three forms 
of government function in coordinated cooperation. No 
one division was set up by the people to take the place 
and purpose of the others. Today one has but to see 
the picture of legislation to visualize the dispropor- 
tionate set-up of our government—a Congress sub- 
servient to the Executive and an Administrative Di- 
vision expanded beyond the intent of the People. It 
was not meant for one division alone to run the coun- 
try, nor for the others to release these “checks and 
balances” which make for well-considered legislation. 

The judiciary is not strengthened by dilution—fif- 
teen men are not more efficient and effective than nine. 
. . » Age is not of the calendar but of the mind. . . . 
Progress is not always by mere acceptance but often 
comes. by resistance until conviction results. 

Charles Warren, in his work on the Supreme Court, 
said: “The history of the United States has been writ- 
ten not merely in the Halls of Congress, in the execu- 
tive offices and on the battlefields; but to a great ex- 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


tent in the chambers of the Supreme Court of the United 
States. Every decision becomes a page of history.” 

If change is to come, not by changing the rules of 

the game, but by increasing the players, then a sorry 
day lies ahead—all games from football to finance will 
then be subject to this left-handed method of “forcing 
our side to win by weight, not worth, nor merit.” 
’ No industry in America is more fair-minded and 
conservatively constructive than this shoe and leather 
industry, and it stands for principles—not emotions 
and not men alone. 

There is no constitutional law involved in this move 
to alter the Supreme Court, but the very foundation 
of responsibilities for government may be upset by 
the appointment of a majority favorable to the philos- 
ophy of the Chief Executive. The nation is well on the 
road to correcting errors and methods which make for 
a maladjustment of opportunity, work, economics and 
social organization. It moves forward at a pace in 
keeping with the changing times. It may not move 
fast enough for some, but the lessons of the past prove . 
that the race isn’t always to the swift. It makes prog- 
ress by making sure that the ground is solid, sound 
and secure upon which to build a better American 
standard of living. It believes in considered opinion 
and in opportunity for such consideration in Congress, 
in the Executive and finally in the courts, with pro- 
vision for proper constitutional interpretation. 

Let us hope a period of insécurity is not ahead be- 
cause of political maneuvering to “pack” the Supreme 
Court. Real progress lies ahead, for soon the planting 
season—the restoration not only of the flood regions, 
but all social and economic security, and the rebuild- 
ing of a better standard of living. What a pity to 
plant seeds of unrest, of uncertainty, of un-American 
sportsmanship in the fields of political progress—for 
even out of chaos there has been evidence of movement 
toward governmental balance through common-sense 
understanding of the powers of legislation, adminis- 
tration and the judicial functions. Let us not step 
toward the dictatorship of any one philosophy of 
government. 
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Tue SECRET of the amazing sales of MASSAGIC Foot- 
Massaging Shoe is its immediate appeal to all men. 





This shoe sells itself. Doesn’t require the least bit of 
high pressure. The features can not only be SEEN, 
but they can be FELT. Nothing like MASSAGICS 
for quick, easy sales. 

If your men’s dress shog business is sluggish ... if 
you're seeking new life, new faces and new customers 
...try the never - failing MASSAGIC method. It has 
thoroughly convinced thousands of skeptical dealers, 





A few of the many features of 
Massagic Foot-Massaging Shoes 


Patented Foot-Shaped Air Extra-Weight, Fine Oak Bend 


Cushion. Outsoles. 
Patented Double Cushioned 
Heel. Special Quality Flexible 
Foot-Balancing Arch Lift. Leather Insole. 


Weyenberg’s High Standard of Craftsmanship. 
55 NUMBERS IN STOCK 











Weyenberg Shoe Mfg. Company 


MILWAUKEE - WISCONSIN 











eR 


Oh EE SAU IMG RM TINO In a m= Ne Jy ELTEEEEESRESE REESE EEENENOoneeeeeenneeeii@mmmmeeneneseiec ee “ee IRE E TE oc: 
: “ an - - 


STE aetaye 


A ni ee a A TS POSUERE RS hs ee ERG ie 


Page 24 





BOOT AND SHOE RECORDER, February 13, 1937 





Window displays featuring an unusual Foot Health promotion by Brouwer Shoe Co., Milwaukee 


Dramatize Foot Health in Windows 


HERE are two photographs of window displays that 
show how one shoe store featured National Foot Health 
Week last year. The store was Brouwer’s in Milwau- 
kee, known as one of the most advanced and successful 
in that group of retail establishments that make it a 
definite and permanent policy to sell shoes from a 
health angle. The windows were used to promote a 
Beautiful Foot Contest that started April 13, the first 
day of National Foot Health Week in 1936, and con- 
tinued until Friday, May 8. A. G. Heinmiller, adver- 
tising manager at Brouwer’s, planned the campaign and 
adopted as its slogan “The Healthy Foot Is the Beauti- 
ful Foot,” a slogan originated by Boot anp SHOE ReE- 
CORDER and featured in connection with the plans out- 
lined last year in this publication for the promotion of 
National Foot Health Week. Some of the illustrations 
shown in these windows were “blown up” photographs 
if pictures of the feet of a group of Martha Graham 
dancers, which appeared in the Foot Health Week issue 
of the RecorDeER last year. 

This Brouwer contest proved highly successful and 
the windows illustrated on this page were the subject 
of a great deal of interest and favorable comment. 
Perhaps they may suggest a thought to some shoe mer- 
chant interested in planning one or more Foot Health 


Week windows for this year’s observance. But don’t 
forget that Foot Health Week this year comes earlier, 
March 29 to April 3, inclusive. As usual it is scheduled 
for the week following Easter, one of the aims of this 
promotion being to level out the possible slump in 
sales that otherwise might follow the Easter peak by 
bringing health shoes sharply into the sales picture im- 
mediately following the Easter selling season, with its 
emphasis on the fashion phase. ' 

“The idea of the contest,” as described by Mr. Hein- 
miller, “was to find the most beautiful feet in Wiscon- 
sin, offering prizes aggregating $50.00 in cash and 
merchandise in three groups, one group for children 
from six to 12 years; one for girls from 12 to 17 years 
and the third for women of eighteen years and over. 
We thought some of including boys and men, but we 
doubted whether there would be much response in those 
groups. 

“The plan was for contestants to come to the store at 

[TURN TO PAGE 48, PLEASE] 


Displays Should Demonstrate that the 
Healthy Foot Is the Beautiful Foot, and 
Thereby Interest Young and Old in Cor- 
rect Shoes and Proper Fitting—The Story 
of a Successful Foot Health Week Contest 
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WHY INDIVIDUALLY FITTED AND ADJUSTABLE 
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PPORTS ARE NECESSARY 















In the illustration above, the dotted line 
represents the elevation of the normal 
arch. Notice how the flat-foot has fallen 
away from the dotted line 
completely and how the 


TO RELIEVE 


WEAK 
ARCHES 


RHEUMATIC AND ARTHRITIC- 
LIKE FOOT AND LEG PAINS—SO 
OFTEN CAUSED BY FOOT STRAIN 


Medical and orthopedic science say that the correct way 
to relieve weak arches is by means of Individualized Cor- 
rection. Such correction is provided by Dr. Scholl’s Arch 
Supports. You can readily understand why. No two feet 
are alike—not even on one person. One foot may be 
affected toa slight degree—the other to an extreme degree. 


Individualized Correction is not provided by so-called 
“Arch Support Shoes,” because they all are made on one 
standard elevation. Therefore they cannot properly ease 
all types of feet and arch elevations. Through trying ex- 
periences and after bitter disappointments people are 
fast learning these facts. Be sure to satisfy your cus- 
tomers by fitting them individually with Dr. Scholl’s Arch 
Supports whenever relief for weak arches is required. 


DR. SCHOLL’S ARCH SUPPORTS 


ARE ADJUSTABLE 
The illustration below shows how Dr. Scholl’s Arch 
Supports are placed in Dr. Scholl’s Arch Fitter for the 
purpose of adjusting them to the exact elevation and 
contour of the individual’s 
arch. This enables the 
Supports to fit properly 
and comfortably in the 
shoes and to provide 
perfect repositioning of 
the feet. 


second and 

















arches vary in elevation. 
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OUR MESSAGE FOR FOOT HEALTH WEEK 


The same suggestions have brought steady 
customers and profits to thousands of shoe men 


National Foot Health Week—and every week in the year—should 
be devoted to insuring your customers maximum ease and satis- 
faction with every pair of shoes sold. You cannot provide this 
satisfaction with “experimental ideas.” You do provide it through 
Dr. Scholl’s Foot Comfort Service, which has endured for one- 
third of a century because it is based on sound, scientific, ortho- 
pedic and medically accepted principles. In providing this Service 
and in the proper fitting of Dr. Scholl’s Arch Supports you are 
aided with a complete course of instruction and frequent contacts 
by Dr. Scholl’s field representatives. Rendering Dr. Scholl’s Foot 
Comfort Service is not a difficult task by any means—but it does 
assure greater customer satisfaction, builds a wider trading area 
and a greater repeat business for your store. 


SEND FOR NEW ILLUSTRATED CATALOG 


Prepare to meet the constantly increasing demand for Dr. Scholl’s 
Foot Comfort Appliances and Remedies which are illustrated and 
clearly described in our new Catalog. For one-third of a century 
this demand has been growing because of Dr. Scholl’s tremendous 
advertising campaigns, which have continued uninterruptedly 
during all these years. Write now for Catalog. 


THE SCHOLL MFG. CO., Inc. 


Makers of Dr. Scholl’s Foot Comfort Appliances and Remedies 
213 West Schiller Street, Chicago 
62 West 14th Street, New York 
Branches and Distributors throughout the World 





There ts no substitute for DR. SCHOLL’S FOOT COMFORT SERVICE 





When writing advertisers please mention Boot and Shoe Recorder 
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A well-rounded bag wardrobe from high 
style houses. Above: The pigskin handle bag 
trimmed with patent for the casual suit. NAT 
LEWIS. Calf bag for the tailored costume, 
with a design derived from a peasant cream 
bottle. DEAUVILLE. Right: Calf bag with 
bow handle for the semi-dressy ensemble. 
BIENEN-DAVIS. Cocktail bag in quilted 
crepe LUJEAN. 
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By RUTH HARRINGTON 


: 


WHEN 
ACCESSORIES 








THE last to go into action on Spring merchandising, 
accessory buyers came to town last week. At the Na- 
tional Fashion Accessory Show at the New Yorker 
Hotel, a showing of volume lines, they saw everything 
from jewelry to hosiery. Borrowing a leaf from the 
shoe industry’s book, they held a fashion forum. And 


from our copious notes, we retail the following major 


points: 
IN GENERAL: 


Twin accessories smarter than triplets and quad- 
ruplets this Spring. And quins in accessories just won’t 
do. Blending accessories in the same color family 
also smarter than precise matches. 

Neutral and pastel costumes offer a special oppor- 
tunity to sell interesting, two-color combinations in 
accessories. For instance, a beige costume with black 
trimming, black shoes, darker beige gloves and hosiery, 
ginger tan hat and bag. 

Millinery so often trimmed in one or more contrast- 
ing colors this season that bags, gloves or shoes can 
often be co-ordinated with one color on the hat. This 
tie-up with hat trimmings is the best way to use the 
brighter colors in accessories, as, for instance, a bright 


green, blue or red bag. 


HANDBAGS: 


Greater diversity in types. Large, very roomy 
tailored types (and smaller sizes in tailored treatments 


for the smaller woman). Small and medium dress- 
maker types for the softer clothes. A real chance to 
sell a handbag wardrobe this year. (See bag wardrobe 
photographed. ) 

More handle bags and unusual frames than ever. 
Fewer plain envelopes. The long handle new. In its 
extreme, long enough to go over the shoulder. Many 
odd pouches and box bottom shapes. 

Stitching very important. Newest type initials, hand- 
stitching on men’s suits now used in women’s suits. 

Both gold and silver mountings on bags. Gold still 
smartest and can be ensembled with costume jewelry. 

Patent leather very big, both in high priced lines 
and (with patent imitations), at lower levels. Newest 
with bright colored suede accents or colored linings. 

Gabardine and patent the outstanding materials for 
shoe and bag combinations. 

Calfskin, boarded, creased, or smooth important. 
Fewer novelty grained leathers or imitation grains. 

Still excitement over Paisley prints, a “Ford” fashion 
of the early season. A few high colored suedes and 
doeskins. And new suede cloth fabrics in the cheaper 
grades. Genuine pig and alligator shown in better 
grades. Crepes, prints and novelty fabrics for dress- 
maker types and later Summer promotions. 

In bag colors, black and blue being bought in almost 
equal proportion in medium priced and better houses 
for Easter selling. Together equal to easily 2/3 of 
total volume. Black a little less important than blue 
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Feature Bags at the Fashion Accessories Show. 1. Bright suede pouch, | by Strand 
Leather Goods. 2. and 3. Puffed patent leather and a soft “comb-shirred” gabardine 
pouch trimmed with patent from Harmony Bag Company. 4. Wood bead bag in Paisley 
effect from Kaplan & Gordon Corp. 5. Suede cloth bag from Rossitex of America. 
6. Crepe bag with Paisley trim go with a matching hat. Friedman- obel, Inc. 
7. Colored suede on patent, a new note from Landis Leather Goods. 8. Ruffled suede 
cloth bag from Style Bag Co. 9. oe seg afternoon bag from Salon Noveity 
ag, Inc. 


GET TOGETHER 


Highlights of the National. Fashion Accessory Show 


at the lowest prices. Navy the big blue, a small amount of 
brighter-than-navy blue and some bright Coronation odd 
shades. Russet colors strong in better tailored bags. Darker 
brown not so strong at any level. Fire engine red and Kelly 
green strongly high-lighted at popular prices. Small amount digea 
of gray; beige increasing slightly in demand at lower prices. = ” 


hy, 
YY 


Red Earth and Carnelian shown in better grade for limited 


eel 
Dy ys 
e Y4 i, y YYy Yj, 
promotions. Wy yy UY fj as . 


MY U4 j y 
GLOVES: | Wy TX) 
Short sleeves, so important in costumes, mean more demand Wf Wf y 

for longer, flared gloves. More tailored treatments, with hand | 
stitching all important as detail. Doeskins by far the smartest 
for Spring, but capes, kids, cabrettas and fabrics will be 
important for volume. Color percentages. Black, 25 per 
cent, White, 40 per cent, Navy, 15 per cent, Beige, 10 per 
cent, Gray, 3 per cent, Tan and Brown, 2 per cent, colors, 5 
per cent. 


BELTS: 


Very important for Spring costumes. Hand stitching, and 
other hand craft details, leather covered buckles, saddlery 
touches. New promotional type has notch in front to hold 


flower bouquet. 





HANDKERCHIEFS: 


Dark grounds in prints. White or colored net frills to 
[TURN TO PAGE 72, PLEASE] 














In SHOES 


E. S. GERBERICH 


President of Gerberich-Payne Shoe Com 


Treasurer of National Boot and Shoe 
tuers’ Association. 





THAT the consumers of the United States are enjoy- 
ing the advantages of highly economical shoe produc- 
tion and distribution and that there is scarcely another 
article of wearing apparel that represents so much 
intrinsic value in materials and labor as a pair of 
shoes, were among the important points emphasized 
by E. S. Gerberich, president of Gerberich-Payne Shoe 
Co., in an address January 27 at a meeting of the Cen- 
tral Pennsylvania Shoe and Leather Association. 

“If I am correctly informed,” said Mr. Gerberich, 
“this is the first gathering of this group for a period 
of thirty-five years. During this interim many changes 
in our industry have taken place. Many of the old 
faces present at that meeting are absent tonight and 
many new personalities have come into our midst. It 
required effort and initiative on your part to bring the 
men of our industry together tonight, but I hope our 
mingling with one another will bring us closer together 
and will produce a spirit of cooperation and friend- 
ship which will bring new interest to the shoe business 
in our state. 

“The shoe industry of the United States is conducted 
on a highly competitive basis both in production and 
distribution. Mass production to direct consumer dis- 
tribution has brought about keen competition in that 
part of the industry and has complicated the problems 
of the individual manufacturer and the individual 
retailer. 

“The consuming public is getting the advantage of 
economic production and distribution. There is not 
the least doubt in my mind that no other wearing ap- 
parel represents so much intrinsic value in material 
and labor and is put to as much service and abuse 
as shoes. 

“Our industry came through the depression and has 
staged a very creditable comeback. During the eleven 
months from January 1, 1936, to December 1 we pro- 
duced 375,565,779 pairs of shoes, or about four hur- 
dred million pairs, which was an increase of about 
thirty million pairs over the previous year. 
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Consuming Public Enjoys Advantage of Highly Eco- 
nomical Production and Distribution, E. §. Gerberich 
Tells Manufacturers of Central Pennsylvania at 
Meeting in Harrisburg. 
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MAXIMUM VALUE AND SERVICE i 











“The shoe manufacturing industry employs some- 
what over two hundred thousand workers at an average 
weekly wage of approximately twenty dollars and, 
therefore, contributes approximately upwards of two 
hundred millions of dollars to the purchasing power 
of the country. 

“I am pleased to inform you that Pennsylvania 
manufacturers shared in the increased production of 
1936. Of the individual states, New Hampshire leads 
in the increase by the amount of 8.8 per cent, Maine 
stands second with a gain of 8.3 per cent, Pennsylvania 
third with a gain of 6.7 per cent, Missouri 3.4 per 
cent, Ohio 3.4 per cent, Illinois 2 per cent. The two 
losers were Wisconsin 1.7 per cent and New York 
0.9 per cent. 

“It should be a source of satisfaction to this asso- 
ciation that Pennsylvania is listed on the honor roll 
for increased production for 1936 and it should be 
an incentive to make every possible effort not only 
to maintain that increase for 1937, but to exceed it, 
consistent with high business ethics and an improved 
product. 


*¢BD URING the past ten years there have been many 
changes in the shoe manufacturing industry in the 
state. Many of the former manufacturers have either 
made changes in their organizations and in their prod- 
uct and others have discontinued. We also have a 
number of new firms and new factories which has 
helped to increase our production. We welcome the 
accessions and wish them all every possible success. 
“Labor conditions among the shoe workers in Penn- 
sylvania as a whole have been satisfactory, but the 
shoe manufacturers must not overlook the fact that 
labor must not be exploited. Minimum wages, maxi- 
mum hours and child labor regulations must be re- 
spected. If these are abused there will come another 
day of reckoning in the not distant future. A desperate 
effort is being made to establish a six-hour working 
[TURN TO PAGE 67, PLEASE] 
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Make Every Week a 


FOOT HEALTH WEEK 


with FEATURE SHOES rrom tHe STAR BRAND LINE 








Moulded insoles, combi- 
nation lasts in Trim Tred 
FOOT BUILDERS 


Shock-absorbing cushion- 
ed comfort in Uptown 
FREE MOLD Shoes 


arches, saddle arches 


hig 
Ss 


Built-in steel arch sup- 
ports, combination lasts 
in TRIM TRED Health 


Snug heel comfort in 

novelty and matronly 

styles in HEEL LATCH 

Shoes 
Cushioned arches, 
combination lasts in 
STYLE STRIDE 
Shoes 


Extremely flexible arches, 
combination lasts in 
HAPPY HIKERS 


* sg 


Rigid or flexible arches, 
combination lasts in Poll- 
Parrot ARCH MAKERS 


Moulded insoles, Foot 
Guide heels, combination 
lasts in Poll-Parrot 
FOOT BUILDERS 


Men, 











rom what other single source 
can you get such a variety of 
shoes designed to heep feet 
healthy? 


kach feature line, built to Star 
Brand standards of quality and 
TO OU Oe eo ty pes 
of feet... 
chandising job... 


. does a specific mer- 
appeals to 
distinet types of customers. 
When vou think of foot health, 
think of STAR BRANDS first! 
Look over these features...call 
for a representative ...see the 
shoes... get set for National 
Foot Health Week with STAR 
BRANDS! 


Extreme Widths and Sizes for 
Homen and Children 


ROBERTS. JOHNSON & RAND st. Lovts.Mo. 


Branch of International Shoe Co 








When writing advertisers please mention Boot and Shoe Recorder 
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Fitting Belongs to the Shoe Man 


The osteopathic physician knows that 
tight fitting interferes with the circula- 
tion of blood and lymph in the tissues 
of the foot and that the pressure of 
weight added in walking and standing 
acts through the fluids in the foot much 
as the forces in a hydraulic press, and 
exerts pressure in all directions, and 
on every delicate structure. The result 
is cold, itching or burning feet, and 
eventually muscles that are weak and 
flabby from disuse starve because of 
poor circulation. 


Need of a Level Foundation 


In our work we must have a level 
foundation. We need shoes that con- 
form to the contour of the foot with a 
level forepart wide enough to allow the 
five toes to lie flat without crowding, 
and made over a last so shaped that 
the back part of the foot will be al- 
lowed freedom of motion and unre- 
stricted balance. 

Balancing the foot perfectly in the 
shoe is very important in our work of 
correcting faulty foot mechanics. In 
my practice I use many pairs of felt 
heel cushions of varying thicknesses 
with the outside corner trimmed off 
and skived to lie smoothly in the heel 
seat under the sock lining. This will 
many times stop slipping at the heel, 
also tighten gapping quarters and help 
overcome the turning of heels. 

A perfectly normal foot will accom- 
modate itself to almost any tread base, 
and be fairly comfortable for a time, 
but the rigid foot will have trouble if 
the bottom of the shoe is too high 
under the outer longitudinal arch. In 
these cases the felt cushion will correct 
the shoe and manipulative treatment 
will limber up the foot. 

A liberal education in the subject 
of shoe fitting can be had from the 
study of worn shoes. This I am sure 
most of you in the retail trade under- 
stand, but how many actually examine 
the worn shoes before deciding what 
size to put on the customer? 

There are many relaxed feet that 
spread and lengthen under weight and 
there are other feet that are rather 
tense in the morning when the indi- 
vidual is fresh that will sag late in 
the day when fatigued. What may seem 
to you as a short fitting may be an 
elongating foot. There are many feet 
that measure size 4 at nine o’clock in 
the morning but after a day’s shopping 
will draw size 5 or even 6 on the same 
stick. A study of worn shoes will re- 
veal this type of foot. 

Selection of suitable shoes for vari- 
ous functions and uses, and careful 
fitting of the foot, is important to foot 
health, and is as important to general 
health as the fitting of glasses or mak- 
ing of a set of teeth. 

We should try to promote a more 
general use of suitable walking and 
sport models, and encourage more fre- 
quent changing of shoes. A variety in 
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correct footwear is a real health mea- 
sure and without any possibility of con- 
tradiction shoes are the most important 
item of clothing to personal health. 
Racial, social and vocational differences 
should influence the selection of foot- 
wear. Then let us be sure we get “The 
Right Shoe on the Right Foot.” 

In all corrective shoes the last must 
come first. Nothing can be built into 
a shoe that is of value that is not first 
arranged for in the design of the last. 
The last is of first importance, and I 
feel that lastmaking is as much an art 
as a science. Each year many new lasts 
are produced, yet only a few survive 
the first season, but every now and 
then a “gem” is produced for it lives 
year after year because it is an “ex- 
ceptional fitter.” 

Some weeks ago I visited a certain 
shoe factory, and while there -I in- 
quired about some of the lasts that I 
remembered as being in use thirty 
years ago, and to my amazement I 
found two lasts, with which I was very 
familiar, still in active demand. They 
were such good fitters that they just 
couldn’t die. Like gems of music they 
are destined to live. One of these lasts 
had been in constant use for about 
forty years without change. The last- 
maker is a real artist, and his master- 
pieces are as important to society as 
are the works of the great masters. 


Individual Shoe Service 


The editor of Boot AND SHOE RE- 
CORDER was a guest speaker at a joint 
meeting of shoe men and osteopaths at 
the convention of the American Osteo- 
pathic Association held at the Waldorf- 
Astoria in New York last July. His 
subject was: “The Next Step Forward 
—or Individual Shoe Service,” and for 
a most enlightening article on this sub- 
ject I would refer you to the Aug. 1 
issue of the RecorpeR. Mr. Anderson 
said: “The Osteopath endeavors to 
bring proper equilibrium and balance 
to the human body. The shoe man en- 
deavors to give a foundation to that 
body so that walking is possible, plea- 
surable, and comfortable.” He also 
said: “I can see a whole field of use- 
fulness developing between the medi- 
cal profession and the practical shoe 
man in the individualizing of footwear 
to human needs.” And he added, “In the 
conditioning of shoes to normal feet 
lies the biggest opportunity of all.” 
Mr. Anderson is right. He pictures 
your opportunity, and our need. 

The RECORDER has often emphasized 
the importance of careful fitting of 
children’s feet, and I feel sure that if 
proper fittings and suitable selections 
of footwear could be had from child- 
hood, untold suffering could be avoided 
and many human ills prevented. Most 
enthusiastically do I endorse the move- 
ment to discourage the selling of chil- 
dren’s shoes without their being care- 
fully fitted to the child’s foot. If both 


shoe man and doctors would devote 
more time to educational work along 
these lines, a great public benefit would 
be effected. 

Some three or four years ago there 
was an article in the RECORDER by Mr. 
Nathan Hack of Detroit entitled, “Give 
Them Fits to Remember You By.” 
Your customers and our patients will 
remember us by the service we render 
in terms of foot comfort and health. 
Let’s give them our best. 


Invitation to Osteopathic 
Convention 


For eight years the American Osteo- 
pathic Association has had a Foot Sec- 
tion program at each of their annual 
conventions, and many shoe men have 
been on our programs, and exhibited 
their shoes. We have formed many fine 
friendships, and gained much from the 
members of the shoe trade that have 
been with us. We are holding our next 
convention here in Chicago in July at 
the Hotel Stevens, and I should like 
to extend an invitation to any one of 
you who are interested to spend some 
time with us. Any manufacturer of 
shoes that are particularly adapted for 
the needs that I have outlined would, 
I am sure, find it profitable to bring 
them to our convention in July and 
show them to us. 

Mr. Brouwer, whom most of you 
know to be deeply interested in Foot 
Health, came to our convention at 
Kirksville in 1928 to see what we as 
Osteopaths were doing for feet, and 
some of us felt that if any shoe man 
anywhere was interested in what we 
were. doing, we certainly should do 
something, and so we formed the Foot 
Section, and Mr. Brouwer has had an 
active part in the section ever since, 
and has been of great assistance, and 
I take pleasure in expressing our ap- 
preciation to him at this time for his 
efforts in our behalf. 

It was my pleasure to attend a sec- 
tion meeting devoted to the study of 
orthopedic shoes at the National Shoe 
Retailers’ Convention in 1935 at New 
York. It was a most enthusiastic meet- 
ing as those of you who were there 
will remember. You had an interesting 
meeting along similar lines here last 
year in connection with the Fair, and 
with the interest that is shown here 
now I feel sure that this section will 
be as permanent a feature of your con- 
vention as the Foot Section is of ours. 
Let us develop every possible mutual 
interest. Let us encourage a still deeper 
interest in a scientific study of shoe 
fitting. Let retail shoe men develop the 
finest technique of fitting. Let manu- 
facturers produce progressively better 
types of shoes. Let doctors of all schools 
develop more scientific methods of cor- 
recting foot pathology. Let us all coop- 
erate in the public interest. 
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One More Spring 
But Not Just Another Spring 


THIS year it’s different! It’s not just another spring, it’s 
more than spring. It's SPRING INTO SUMMER and It’s DE-LIGHTF UL. 
It’s going to be an earlier and brighter Easter. It's DE-LOVELY. Prices are 
higher and still rising and there’s profit to be made on a rising market. It’s 
DE-LICIOUS. But darn it all—put it all together and It’s DE-LEMMA. 
Where does the merchant stand in this complex situation of Early Easter, Rising 
Prices, and the Fast-Changing Style Picture? Ah, that’s where we come in and bring 
our observations with us. And we are doing it too in one sparkling issue which we 
are calling this year: 


THE SPRING INTO SUMMER BUYING NUMBER 





TO BE DATED FEBRUARY 27, 19:37 


FOR weeks we’ve had our ears to the ground and we’re 
telling you that things have been happening. Marvelous things are going on right now 
at Palm Beach, Palm Springs, Nassau and Bermuda. Startling and illuminating things 
that are going to help solve a very complex style situation for our 12,700 favored 
retailers. But more than that. We’ve been talking to retailers themselves and we know 
right now just how they are going about making it a brighter and more profitable 
Spring Into Summer. We’ve carefully analyzed this question of higher prices in an 
effort to determine how the merchant can get more of the consumer’s dollars for shoes. 


Put all this together and it spells SOLUTION. 

We're doing just that and we are calling it the SPRING 
INTO SUMMER BUYING NUMBER. 

It’s your chance to get your share of this profitable double 
SPRING INTO SUMMER business. Advertising conceived in this double-play 


spirit and featured in this sparkling issue will produce for you your share of this extra 
dividend. 


BOOT AND SHOE RECORDER 
A Chilton © Publication 










239 WEST 39TH STREET NEW YORK CITY 
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It’s Sandal Season in California 





And these interesting patterns are California products, created 
Shoe Company of Los Angeles. Through an oversight credit to 
when they were illustrated in The Recorder of } aa 


was omitted whe 
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How to Get Foot Health Publicity 


[CONTINUED FROM PAGE 19] 


that has been in steady demand for 
quite some time. 

Similar information was given re- 
cently in another local paper, under 
the caption, “Do Your Foot Exercises 
at Home for a Better Stride in the 
Park,” which stressed the fact that 
foot exercise during the Winter will 
prevent burning feet and aching arches 
that so often result from sudden activ- 
ity after a too-quiet Winter. 

Among other headings from recent 
clippings are: 

“Be careful of your hair, teeth and 
feet, and get beauty advice from an 
expert. 

“Wide shoe or operation only cure for 
a bunion. 

“Foot ills bring beauty ills. 

“Treatment for weak ankles. 

“Footnotes on shoe problems. 

“Comfort and beauty in shoes. 

“Your feet are accommodating, but 
deserve care. 

“Ugliness not necessary in eradica- 
ting foot ills. 

“Poor Posture causes ill health. 

“Pose, Poise and Posture, keep to 
loveliness today. 

“Comfort also rewards women for 
daily care of their feet. 

“Care keeps feet fit. 

“An expert cries: 
walk like cows!’ 

“Foot comfort necessary to beauty. 

“Footing it along the beauty way. 


‘American girls 





“It’s feet first when you step out for 
beauty these days.” 

These sixteen headings are all from 
New York papers—articles that came 
to my attention while reading, not 
through systematic searching, which 
would probably have added many more 
to the collection. 

Feet, shoes and foot health are dis- 
cussed more and more frequently in 
magazines, as well as papers. Getting 
local writers to give the subject atten- 
tion at the right time is mostly a matter 
of supplying them with a “release” of 
pertinent facts about the first of 
March. Here are some suggestions that 
can be incorporated in the release. 
Given a suggestion or two, the writers 
can easily write their own story; in 
fact, they prefer to do so. The follow- 
ing note might accompany the sugges- 
tions. 

“Dear Miss Blank: 

“The approach of Spring awakens 
new interest in foot health. Spring 
brings about seasonal changes in 
the bodily system. Spring brings a 
renewal of activities that place un- 
accustomed strain upon the feet. 
Spring is the prelude to barefoot 
days for many who will wear the 
open shoes of Summer. 

“Enclosed are a number of sug- 
gestions that we trust will be of in- 
terest and use to you in the prepara- 
tion of articles of timely interest on 
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this very important subject for your 

appreciation readers. 

“If we can give you further in- 
formation at any time, please do not 
hesitate to let me know.” 

Here are the suggestions: 

1. Feet need special care in Spring. 
With the end of cold weather some 
allowance must be made in fitting 
shoes. Times have changed since the 
old sulphur and molasses days, but 
Spring still follows Winter, and bodily 
changes still occur with the advent of 
warmer weather. Feet swell, circula- 
tion changes occur, pains and disabili- 
ties light up only to be extinguished by 
comfortable shoes which permit, and 
do not hamper, adjustment to the sea- 
sonal changes. 

2. Corns are curable. A corn is a 
mass of dead skin formed to protect an 
area of undue friction, pressure and 
consequent irritation. The little points 
or ridges on the under surface, mis- 
takenly called roots, are due to uneven 
pressure. To cure corns have the com- 
plaining foot treated by a podiatrist 
or chiropodist, and wear correct shoes 
fitted by a competent shoe man to pre- 
vent further trouble. Shoes that are 
big and loose may cause corns by fric- 
tion, quite as often as shoes that pinch. 
Bone derangement may be an under- 
lying cause. 

3. While women are most frequently 
accused of abusing their feet, many 
men find the world all wrong, and can 
neither work or play, with any degree of 
“vim, vigor or vitality,” because their 
feet hurt. Now, when even perfect 
feet must have care, is a good time to 
have your foot specialist check up on 
your feet, and let a good shoe man fit 
you properly in shoes that will help 
correct your troubles. Nine out of ten 
men who have foot troubles are en- 
during aches and pains that can be 
overcome. 

4, Dr. Edward Printz of St. Joseph, 
Mo., has taught twenty thousand girls 
to walk correctly. When one walks 
correctly, ankles, feet, knees, hips, 
elbows, hands, wrists, neck, shoulders 
must all move in perfect rhythm. In 
addition to the charm and grace of 
walking correctly, are health benefits. 
One breathes better, has better cir- 
culation, feels better and looks better. 
And one can walk for miles without 
tiring when walking correctly. Few 
can “go to school” to learn to walk, 
but all can wear correct shoes, properly 
fitted that encourage proper posture, 
and correct body balance. 

5. The kind of shoes worn is of more 
importance than all the rest of a 
child’s wardrobe. As soon as baby be- 
gins to walk of his own accord and not 
before, correct shoes should be provided 
and they should continue to be pro- 
vided throughout the next twenty 
years. Correct shoes are shaped like 
the outline of the child’s normal foot, 
with allowance for growing and spread- 
ing of the toes. Successive lasts take 
care of the eight changes that take 
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THE BIGGER YOUR SALES 





Left, The Piedmont, No. M4532, Saddle Tan Calf and Genuine White Buck 
Right, The Clarendon, No. M4538, Green Calf and Genuine White Buck 


Each year in Jarman history has been better-and-bigger. That's because 
each year Jarman dealers have the better line... the smarter styles. 
This season there’s a diversified range of new designs in Jarman Custom 
Shoes—most styles are $6.50. Shoes for business wear ... shoes for 
street wear .. . dress shoes . . . new leather and color combinations in 
sport shoes ... smartly original “whites”... and the popular ventilated 
models. Each style complete in a wide range of sizes and widths. 
You can fit every customer correctly every time. And get this . . . it’s 
important to you: Jarman is the only national advertiser consistently 
using full color pages in magazines like Esquire and the Saturday Even- 
ing Post. Millions of men will see these Jarman ads. They'll be ready 
to buy Jarman Custom Shoes. Get busy... stock up... and stay 
busy! A Jarman representative will be glad to call at your request. 


Write: JARMAN SHOE COMPANY, Nashville. Tenn. 


JARMAN SHOE COMPANY 





- NASHVILLE, TENN 









CUSTOM SHOES $650 


ST STYLES 


DIVISION OF GENERAL SHOE CORP. 
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FOR SECURE ANCHORAGE 


Strength and rigidity in shank construction and in wood heel 
attaching are as important to good shoemaking as a proper 























foundation and secure anchorage are to the building of bridges. 


Based upon sound principles, Unishank and permanent (6/C 
Wood Heel Screw combine to promote security in the finished shoe 


These thoroughly tested methods add strength, durability, and 
. comfort to the shoe throughout its life. 


GC 
UNISHANK 
INSOLE 





UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS , 
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TYLE—color—comfort! The 
new Hood Sandals are packed 
with these sales appeals! 

The demand for this style- 
right footwear, for beach, coun- 
try, and general sports wear, 
showed a tremendous increase 
lastyear. Andin1937 it promises 
to be a bigger market than ever! 

There is a large and complete 
lineof Hood Sandals from which 
you canselect the models, colors 
and fabrics to suit the various 


demands of your customers. 

The quality Hood builds into 
rubber and canvas footwear is 
mighty important to you, too, 
because poor quality makes a 
customer dissatisfied with your 
store. You can play safe with 
the reputation of your store by 
stocking the Hood line of rub- 
ber and canvas footwear. Hood 
designs and styles the kinds of 
footwear people want and will 
come back for. 


HOOD RUBBER COMPANY, INC., WATERTOWN, MASS. 


Bronk at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; - 
go, Ill.; Cincinnat?, O.; Cleveland, row Dallas, Tex.; 
ner, , Cols Detroit, Mich.; Kansas City, Mo.; Los Angeles, 

if.; Minneapolis, Minn.; New Orleans, La.; NewYork, N.Y.; 





Philadelphia, Pes Pittsburgh, Pa.; 

Providence, R. I.; St. Louis, Mo.; 

Salt Lake City, Utah; San Francisco, Calif.; 
Seattle, Wash.; Syracuse, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 















. Middle Adantic Shoe Men Meet 


Fashion Talks and Merchandising Forum Feature 
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Philadelphia Convention — Buying Brisk 





PHILADELPHIA—Members of the Middle Atlantic 
Shoe Retailers Association, gathered this week at the 
Benjamin Franklin Hotel, here, for what proved to 
be one of the most interesting and successful con- 
ventions that this live and energetic organization has 
staged in a number of years. Cooperating with the 
retailers were more than 150 exhibitors, including 
manufacturers of shoes, accessories, fixtures and find- 
ings, the majority of whom, according to general re- 
ports, booked a volume of orders that made their 
attendance well worth while. 

Exhibition rooms were made available to the sales- 
men on Sunday and by noon quite a number of shoe 
displays were in order. During the afternoon and 
evening, the advance guard of retailers began to ar- 
rive, so that by Sunday night the lobbies and exhibi- 
tion rooms began to take on a convention aspect. The 
formal program opened with a luncheon meeting 
Monday noon at which I. C. Smashey, of Bridgeton, 
N. J., president of the association, introduced the 
speakers. 

Mr. Smashey presented his message as president of 
the association and reviewed the progress and activi- 
ties of the organization during the past year. He also 
outlined briefly conditions in the retail shoe business, 
declaring that the trade in general has shown definite 
improvement since the convention one year ago. Not 
all shoe merchants, Mr. Smashey conceded, have shared 
fully in this betterment of retail business, but he inti- 
mated that those who have experienced no perceptible 
pick-up in their sales should look within their own 
stores or to their own management to determine 
whether they themselves may not be in part respon- 
sible. 

Miss Ruth Kerr, of the Calfskin Tanners Association, 
spoke briefly on promotional problems and oppor- 
tunities in connection with the merchandising of men’s 
shoes. She also touched upon promotional possibilities 
in children’s shoes, due to the prominence of Princess 
Elizabeth in the Coronation picture. The opening 
session of the convention was devoted in part to a 
forum for the discussion of men’s shoe problems, both 
from the merchandising and style angle. John Reilly, 
men’s style editor of Boot anp SHor Recorper, 
talked on the fashion angle, outlining the procedure 
in the gathering of fashion information and pointing 
out how far afield it is possible for the fashion ob- 
server to go if promotion is confused with fashion 






1937 OFFICERS ELECTED 


Roy Walter, Wilkes-Barre, Pa., President. 
B. W. Shaub, Lancaster, Pa., First Vice-President. 


John Storch, Newark, N. J., Second Vice-President. 

George Garman, Philadelphia, Treasurer. 

Cal J. Mensch, Philadelphia, Secretary and Manag- 
ing Director. 

The following directors were elected: Edward Reine- 
berg, York, Pa.; Gordon Evans, Scranton, Pa.; B. W. 
Shaub, Lancaster, Pa.; Albert J. Schmidt, Pittsburgh, 
Pa.; I. C. Smashey, Bridgeton, N. J.; Robert Hem- 
hauser, Irvington, N. J.; Louis Bendheim, Wilmington, 
Del.; Walter C. Byerly, Wilmington, Del.; E. N. Tay- 
lor, Lynchburg, Va.; C. A. Thurston, Richmond, Va.; 
Philip J. Stach, Washington, D. C.; A. S. Missell, 
Washington, D. C.; Harry Hahn, Jr., Baltimore, Md.; 
J. G. Smith, Hagerstown, Md. 





information. Mr. Reilly discussed the more important 
trends in men’s apparel for Spring and analyzed the 
picture in shoes as it relates to the types that are ex- 
pected to be in demand for town and country wear 
during the Spring and Summer. He illustrated his 
talk by showing some of the newer shoes and after- 
ward discussed these shoes with any of the retailers 
present who had questions to ask. 

O. W. Marden, controller for A. H. Geuting Co., 
Philadelphia, discussed the somewhat technical topic 
“Is Your Gross: Profit Your True Merchandising Cost.” 
Mr. Marden declared among other things that “it is 
definitely wrong for a retailer to set up a statement 
showing his net sales, his inventory at the beginning 
of the period, plus purchases, minus inventory at the 
end of the period and show a gross margin of from 
37% per cent to 40 per cent. This is not a true gross 
margin. It is not a true figure in any sense of the 
word.” 

Instead of using this figure, Mr. Marden advocated 
showing a “ready to serve” margin on the profit and 
loss statement and he explained the method of arriving 
at this margin. His recommendations in this regard 
made a deep impression on the assembled retailers 
and will be the subject of an article in the REcoRDER 
at an early date. 

The luncheon meeting on Tuesday was devoted to 
the discussion of women’s shoes under the general 

[TURN TO PAGE 43, PLEASE] 
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The saddling ring at 
Hialeah Park, Miami, 
where judging the horses is 
much harder than picking the 
winning leather for Spring 
shoes, because all through the 


South, black patent is supreme. 


My tol mune fer rial 
| ale) W. MM nih // / 
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KANGAROO 


The strength and the fine even grain of Kangaroo 
have given it the man appeal it now enjoys. For 
Kangaroo is 17% stronger, weight for weight, 
than any other leather tanned—yet it is foot com- 
fortable, too, as soft and as pliable as fine kid! 


For retailers Kangaroo has a double barreled 
selling attractiveness... (1) it makes repeat sales 
once it is worn, and (2) its advertising value can 
literally help pull customers right in off the street. 


If you haven’t already done so, write us for a 
copy of our “Daily Sales,” that describes a series 
of “mats” we furnish for use in direct mail or 
newspaper advertising. 
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TANNED IN AMERICA 
by 


SURPASS LEATHER COMPANY 
Philadelphia 


RICHARD YOUNG COMPANY 
New York 


ZIEGEL EISMAN COMPANY 


Boston 
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have made plenty of 
trouble for the retailer! 
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HEELS 


a new, revolutionary heel construction 
- +. Simple in principle . .. economical in application ... 
giving complete security against 
"“kicking-back" and “kicking-under" 


BREASTLOCK is the most important improvement in 
heel construction in 20 years! Utilization of the tongue 
end groove leverage principle gives entire security 
against kicking-back or kicking-under — reinforces the 
shank and prevents breaking down even in “volume” 
shoes—eliminates complaints and adjustments because 
of sole breakage across lip of heel — makes pos- 
sible straight front effects — military and 
“Cuban"—as high as you want them. 


THE GROOVE— UNDER THE 
SOLE AT THE SHANK. 


THE BREASTLOCK TONGUE 
SLIDES SNUGLY INTO THE 
GROOVE UNDER THE 
SOLE AT THE SHANK. 


BREASTLOCK HEELS bring all these advantages with 
absolutely no increase in net cost—reason enough 
to specify Breastlock for your own protection end 
your customer’s good will. 


F. W. MEARS HEEL CO. 
140 Federal Street 
BOSTON 


Factories: Lawrence, Mass.; Conway, N. H.; 
Auburn, N. Y.; Columbus, O.; St. Louis, Mo. 


ILLUSTRATING 
THE TONGUE 
OF THE 
BREASTLOCK 
TONGUE and GROOVE 
PRINCIPLE. 


IN_ THE FINI Ade gh A 
RSTLOCK TO end GROOVE 
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DOUBLE-BARRELED ARCH LINE 


4 ee OUR time-tested, doctor-ap- 
proved Main Spring* Arch 
Shoes, add our new sales-maker... 
Verilite Arch. One sells the other. 
Together they make more and 
stronger customers for your store. 


1. Verilite promotes extra-pair 
sales to present Main Spring Arch 
customers...offering them light- 
ness and flexibility for dressier 
occasions on the easy-fitting lasts 
they are used to wearing. 


2. Verilite attracts new Arch cus- 
tomers...appealing to women who 


need special fitting...who want 
extra light weight and flexibility. 


3. Like Main Spring Arch, Verilite 
exclusive fitting features mean 
competition-free business. Perma- 
nent, repeat customers. 


4. Verilite prices, the same as Main 
Spring Arch, give you the finest 
opportunity for grading up. 
Women can see and feel the extra 
value for the extra money. You 
make extra profits. *REG. U. 8, PAT. OFF. 


GEO. E. KEITH COMPANY 
Campello, Brockton, Mass. 


Main Spring Arch 
and Verilite Arch 
Sales Ammunition 


Two advertisements in the 
March Woman’s Home 


Companion 


Newspaper advertisements 
for your local paper 


Giant Blow-ups 
Window Cards 
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FOR 16 YEARS 





HAVE BEEN USED SAFELY 
AND EFFICIENTLY TO CLEAN 


BUCK—NU-BUCK—SUEDE 


AND FABRIC WHITE SHOES 
o 


MADE SPECIALLY FOR THE 
NAPPY FINISHES AND FOR NO OTHER 
KIND 
* 


* PRESERVES ORIGINAL BEAUTY 
& 


* WILL NOT INJURE LEATHER 
e 


SELL BUNNY BAGS AND BE SAFE 


BUNNY PRODUCTS CO., Inc. 


PORT HURON, MICH. 


DISTRIBUTORS 
East Middle West 
LAING, HARRAR & THOMPSON-EHLERS CO., 
CHAMBERLIN, Inc., Chicago 


Phila. 
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The Healthy Foot Is 
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does. We asked Miss Canon to tell us something of 
the background of the Music Hall ballet, of which 
Miss Florence Rogge is the director. 

The ballet dancer’s tools of first importance are her 
feet. From the very beginning of her training, and 
following a course of exercises which are as academi- 
cally prescribed as any to be found in the world of art 
or music, she develops the muscles of her foot and leg 
toward a great classic ideal. The arch, oddly enough, 
is the part of the foot which takes the greatest strain 
and accordingly must be developed most carefully. The 
strength of the ballet dancer’s whole body is the 
strength of her longitudinal arch. Building the muscles 
of the arch is a long and difficult routine of exercise, 
but these muscles, with those at the back of the ankle 
must do all the lifting and sustaining of the dancer’s 
weight. The muscles of the feet and legs in a well- 
trained dancer are indeed a beauty to behold, with 
very much the same cool, clean grace as that to be 
found in a well-sculptured statue. For the classic dis- 
tribution of muscle and tissue to be found in the ancient 
Greek sculpture is the ideal of the ballet dancer. Very 
often you will see a girl, or overhear a remark, that 
a girl has dancer’s leg actually a misnomer, because of 
the accentuation of certain muscles. This is a condition 
which exists only when the wrong type of exercise of 
the feet and legs has been used; and does not indicate 
too much exercise or too much dancing. Miss Canon 
feels that it is an unfortunate situation but one which 
can be remedied through further and correct exercise. 

Massage, too, of the proper sort, helps a condition 
of this nature. Conversely, if a dancer’s training and 
exercise have been correct, a truly classic and beautiful 
foot and leg result. 


The length of time that it takes to make a good . 


ballet dancer is almost beyond belief. These girls, 
now in their teens and twenties, have been steadily 
exercising since the time they were four or five years 
of age. At those tender years, when the muscles are 
young and formative, the ground work of the great 
dancer of the future must be laid. The firmer the foun- 
dation, the greater the potential dancer. “This,” says 
Miss Canon, “is the time when many great dancers 
are made.” 

There is a prescribed set of exercises to be performed 
which are an important part of the tradition of the 
ballet. Routines have been developed for specific 
cases of functional weaknesses, diagnosed from obser- 
vation in the great ballet schools of Russia and France. 
Twisting and flexing of this muscle or that, to remedy 
a defect or a weakness. All this is the contribution of 
years of experience on the part of the world’s greatest 
dancers and teachers and it has grown into a manual 
of practical exercises for ballet. 

Caring for the feet is a very individualized problem. 
Seldom do two girls have the same difficulties. In the 
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the Beautiful Foot 


great institution that is Radio City Music Hall, there 
is a hospital where the defects and breakdowns (when 
they do occur) are quickly and carefully treated. Mas- 
sage, so important to the practicing dancer, is also 
given at this hospital. Massage is particularly applic- 
able and indicated when certain muscles have been 
overworked or overdeveloped. Though the dancer her- 
self is usually the first to be conscious of this strain, 
the searching eyes of Miss Canon often discover the 
tired look or the bulging or sagging muscle. Cases 
that need the care of a chiropodist or physician are 
not considered or treated either by Miss Canon or the 
hospital authority. 

The ballet dancer’s day at the Music Hall is a full 
one—for while she only dances about fourteen hours 
a week, exclusive of actual time on the stage, her life 
must be one of constant rehearsal and practice. Miss 
Canon points out, though, that this constant activity 
builds up the dancer’s health rather than tears it down. 
Though she may be often physically tired after a busy 
day, it is the healthful tiredness from which reasonable 
rest quickly restores her complete vigor. The Radio 
City Music Hall Corps de Ballet is a particularly 
healthy and vigorous looking group, well above the 
average in health, to be found in many less exhausting 
and exacting forms of endeavor. 

The dancers are, for the most part, quite sensible 
about the types of shoes that they wear. Extreme low 
heels and extreme high heel types are very rare. 
Hosiery, too, is really a matter of personal choice. On 
the whole they dress very much as any group of forty 
healthy girls might be expected to dress. 

They realize how long and difficult has been their 
period of training and that their whole future in ballet 
depends upon the state of their health. They are very 
much aware that their feet and legs are instruments of 
paramount importance and are most careful to keep 
them as near fit and perfect and close to the classic ideal 
as they can by exercise and good common sense. 





Middle Atlantic Shoe Men Meet 


[CONTINUED FROM PACE 36] 


topic “Women’s Fashions for Spring and the Shoes 
Your Customers Will Expect You to Have in Stock.” 
John Storch of Newark, N. J., presided at this session 
and Harold R. Quimby, editor of Shoe Style Digest, 
opened the discussion. He presented Miss Kerr, who 
in turn called upon Miss Frederika Fox, director of 
the Merchandising Service of Vogue, and Mrs. Mildred 
Nell, of the Fashion Merchandising Service of Har- 
per’s Bazaar. At the conclusion of their talks, Miss 
Kerr gave an illuminating summary of the entire 
discussion. 

Miss Fox gave a detailed report on the Paris fashion 
picture as revealed in the openings and their probable 
influence on shoe styles. Skirts for daytime, she said, 


R2297 White Kid 

R4327 Black Gabardine 
R4329 Blue a 
R4331 Grey Gabardine ” 


ALL ABOVE NUMBERS ARE 
ALSO IN STOCK WITH 21/8 
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Send ee day 


FOR OUR SPRING CATALOG 





CROSBY-IN-STOCK 





R1634 White Kid AAA to C $2.35 
R4404 Black Gabardine 
AAA toB 2.10 


R4406 Brown Gabardine 
AAAtoB 2.10 


R4408 Blue Gabardine 
AAAtoB 2.10 


R4410 Grey Gabardine 
AAAtoB 2.10 


R5530 White Linen AAAtoC 2.00 


66 Last, Round Toe, 
21/8 Continental Heel 


ALL ABOVE NUMBERS 
ARE ALSO IN STOCK 
WITH 16/8 CUBAN 
HEELS 


Cherie 






CHERIE-IN-STOCK 


AAA to € $2.35 
AAAtoB 2.10 
AA toB 2.10 


2.10 


33 Last, Round Toe, 
16/8 Cuban Heel 


CONTINENTAL HEELS 


Terms 2% 10 Days F.0.B. Factory 


HANNAHSONS °- #AVERHILL 
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Winkleman Shoe by James C. Pape 


| Feminine Suit Shoes 
of Quaker City Kid 


WV ith flowered hats, ruffled blouses, 
jewelled necklines, it isn’t in the 
cards this spring to promote other 
than the most feminine shoes with 
the new softly tailored suits. For an 
effect of light sturdiness, specify 
Quaker City’s firm, smooth-grained 
kidskin, in colors tuned to this 
spring’s selling fashions. 


Cinnamon Brown, No. 20 
Warm, spicy contrast for beige 


Marine Biue, No. 39 
A classic success for spring 


Black Kidskin 
More important than ever 


QUAKER CITY 


DIVISION 


ALLIED KID COMPANY 
519 West Huntingdon St. - Philadelphia, Pa. 
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will be slightly shorter and will be either slim and 
straight or flaring. There is a general trend toward 
more feminine clothes, but Paris showed many suits. 
Simple high heel pumps of kid were worn in great 
numbers with the costumes displayed. The Coronation, 
Miss Fox predicted, will make the world conscious 
of pomp and formality, and this will be reflected in 
both day and evening clothes. 

Mrs. Nell declared that shoes this season have 
reached a new peak in high style and that even oxfords 
are not oxfords any more. Shoes are not merely shoes, 
but very definitely a costume accessory. Shoes are 
purchased to fit into a general scheme, based on a 
costume the customer has already purchased. Style is 
paramount and the right shoe is essential to the 
right costume. 

The possibilities of such colors as red earth and 
Carnelian, when combined with accessories, were em- 
phasized by Mrs. Nell, who pointed out that the black 
shoe this season will be largely worn with the beige 
costume, also the blue shoe. She saw important pos- 
sibilities for black patent leather. Brown continues 
in demand in many localities, Mrs. Nell conceded, but 
this in a measure is a hangover from last year. The 
navy shoe is the perfect background for many of this 
season’s colors, Mrs. Nell told the retailers. White 
and vivid colors both sold at Palm Beach, and she 
predicted a great deal of white throughout the coun- 
try for Summer, with colors for use where a color 
accent is needed. Alligator in the coronation colors 
was mentioned as “the next splurge” in shoe promo- 
tion. The importance of kid for daytime shoes was 
emphasized in a wire just received from Paris. 

Harry Kushins, vice-president of the Shoe Club of 
New York, extended an invitation to those present to 
visit the club’s quarters at the Hotel McAlpin when- 
ever they happen to be in the city. 


National Foot Health Week 


March 29 to April 3, 1937 


National Foot Health Council Plans Extensive 
Program with Helps for Shoe Retailers 


NATIONAL FOOT HEALTH WEEK will have a new 
meaning this year, as more people than ever before 
are foot conscious. The weeks of the past have spread 
the good message of foot care far and wide. This year 
the National Foot Health Council will have its triple 
program in full swing, ready to offer helpful mate- 
rials to shoe retailers who will cooperate in the truest 
sense of the meaning of educational programs. There 
will be pamphlets on the care of children’s feet to 
encourage the examination of the feet of children in 
public and private schools. There will be interesting 
booklets on walking, how to walk, the helpful advan- 
tages of walking, written by prominent physicians, 
and there will also be a general booklet on the care 

[TURN TO PAGE 46, PLEASE] 
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4002—Ladies’ White Calf Blucher Holyo Oxford, 2 eyelets on inside 

of instep to ventilate. Unlined qtr., drill lined vamp, cush- 

ioned heel, instep and metatarsal, genuine Duflex sole, 12/8 

ivory leather heel, Duflex toplift, Goodyear welt. Registered 

on No. 612 Last. AAA, 5-10; AA-A, 4-10; B, C, D, 3-10— 
Natural Bridge shoes made on the R/N (Regis- 
tered Nurse) lasts, are made expressly for that 
great army of active women — “The Women in 
White”—who exact footwear designed according 
to specifications of authoritative foot specialists. 
Perfectly balanced and having all modern proven 
Health Features, these shoes are always the favor- 
ites with Professional and Business Women every- 


where. 


Natunat Bridge shoes are also made in a wide 
variety of modish designs for those women who de- 


mand smarter, keener styling in their walking shoes. 


Write or wire today for our New Spring In- 
Stock catalog explaining in detail the entire 


4586—Ladies’ White Kid Blucher Walker Oxford, cushioned heel, 
instep and metatarsal, Goodyear welt, 12/8 ivory leather heel, 
rubber toplift. Registered Nurse No. 612 Last. AAAA, 6-10; 
aN 5-10; AA, 444-10; A, 4-10; B, 3-10; C, D, E, 214-10— 


4004—Same style and sizes in Black Kid—$3.00. 


All proven features for rational Foot Health Selling 


Natural Bridge line. 


Made To Retail At $5 and $6 
Welts - Silhouwelts - UCO Littleway Lockstitch Process 


Natural Bridge 


Shoemakers 


Division of Craddock-Terry Company—Lynchburg, Va. 
ALSO MAKERS OF THE FAMOUS Billiken JUVENILE SHOES 
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THE ADRIAN 


X-RAY 


The Greatest Contribution 
to the Science of 


CORRECT FITTING 
—Therefore to FOOT HEALTH 





It is by far the most accurate and intelligent 
fitting method. With X-Ray you are fully 
equipped to render an invaluable service to 
your customers. Foot Health is dependent on 
correct shoe fitting. And the physical well- 
being of your customer depends on both. 
Previous misfits and causes of foot discomfort 
ean be SEEN, caught, and corrected with X-Ray 
fitting. At the same time, an Adrian X-Ray 
installation will illustrate your sincere effort 
to keep your store ahead, and more efficiently 
serve your customers. 


q ROHAN Org, 









The Adrian X-Ray 
Standard Model 
with new improved 
Operating Switch. 


May we send our repre- 
sentative and additional information? 


Adrian X-Ray Shoe Fitter, Inc. 
3535 N. PALMER MILWAUKEE, WISCONSIN 
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National Foot Health Week 


[CONTINUED FROM PAGE 44] 


of the feet suitable for ‘distribution to industrial plants, 
and a special bulletin will be sent to the physical 
and health directors of public and private schools. 

National Foot Health Week is now conducted an- 
nually by the shoe industry. The Week has the earnest 
and whole-hearted cooperation of Dr. Joseph Lelyveld, 
now Director of the National Foot Health Council, 
who originated the idea of a foot health week as a 
strictly educational movement to bring about the co- 
operation of the shoe industry with the profession 
specializing in the care and treatment of feet. Now, 
each year, through the columns of Boot AND SHOE 
Recorper, helpful suggestions are offered to shoe re- 
tailers to enable them to conduct a week that will not 
only tell more people in their communities about the 
care of the feet but will also bring to their stores 
men, women, and children who desire better shoes. 

Through the State Foot Health Councils, doctors 
will give talks before parent-teachers’ associations, 
mothers’ clubs, service clubs, and industrial groups. 
These doctors will include orthopedists, chiropodists, 
podiatrists, pediatricians, and physicians. Shoe stores 
who desire to have one of these doctors talk to their 
sales force in the shoe department or to the sales 
people of the entire department store, will find the 
National Foot Health Council ready to assign a speaker 
from one of the State Foot Health Councils. 

There will be plenty of free material available to 
shoe retailers. Requests for the Foot Health Week 
package should be sent to the editor of this publication, 
or to the National Foot Health Council, Department 
FHW, Rockland, Mass. If you are planning to put 
your store on the air during Foot Health Week, ideas 
and suggestions for radio talks, and helps for news- 
paper advertisements or store publicity may also 
be obtained. 

This year, the entire shoe industry is being urged 
to join with the foot doctors in order that, together, 
as the guardians of better foot health, they may spread 
the gospel of foot care and better shoe fitting through- 
out the nation. “Walk and Be Healthy” is still a 
powerful slogan, but “Take Care of Your Feet” has 


a strong appeal. 





Shoes of the 90’s 


Gay Ninety styles in women’s smart footwear are 
those building unprecedented interest at the Turrell 
shoe store in Seattle. This swanky footwear store 
shows the gold medal winners of the early nine 
ties, shoes of Milady of that era of fabric, brocade 
and gold trimmings, which are redolent of a quaint 
era of footwear fabrication. There are shoes that won 
renown at the World’s Fair in 1893 and at the Paris 
Exposition. Gold medals which they won are also 
shown and add zest to the exhibition viewed by many 
customers and prospects. 
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Pleatex Bootee, U. S. 
Patent No. 2,059,747. 
Suede and crepe Pleatex. 


Blue suede Bootee, with 
half-inch gores of 
“Lastex” gabardine. 


Purple Calf spectator 
Step-in, with decorative 
narrow “Lastex’ mesh 
bands. 


13, 1937 


“LASTEX” IS NOT 
“Just Another Goring” 


The sensational and still growing success of “Lastex” shoe 
materials is not due to a style whim or a fashion fad. “Lastex” 
is a permanent contribution, providing elastic shoe materials 
which are both durable and beautiful. “Lastex” shoe materials 
have an elasticity which lasts the life of any shoe. They need 
no concealment. They add to the beauty of the finest shoe. 
They are offered in ever-increasing variety. Before “Lastex,” 
the only available elastic materials were short of life, clumsy 
in construction, homely in appearance. They had to be con- 
cealed by ornaments and gadgets. “Lastex” shoe materials are 
free from all these disadvantages. They can now be obtained 
in a variety of open meshes, gabardines, satins, and crepes, as 
well as the famous Pleatex, a pleated material unlike any 
other ever offered to the shoe industry. Still other fabrics 
are in course of preparation. These beautiful “Lastex” shoe 
materials, with their gentle, permanent, and non-binding elas- 
ticity, are the answer to the age-old prayer for elastic shoe 
materials, to mould and hold the foot in beauty and comfort. 


All designs by ALFRED VAMOS. All “Lastex” shoe materials 
distributed to the trade through Alfred Vamos, 450 Marbridge 
Building, New York City. 


For booklets and information on the uses and advantages of “Lastex” 
in shoes, bags, hats, or any item of apparel and accessories for men, 


women, or children, write to the address below. 
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Black suede high-cut Step- 
in. Black Patent appliqué, 
side adjustment of “Lastex”’ 
mesh. Front cut-outs under- 
laid with rigid mesh. 





When writing advertisers please mention Boot and Shoe Recorder 
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$3,000 Coronation Shoe 


New YorK—The most expensive shoe 
ever made will be worn by a member 
of the British Royal Family at the 
Coronation of King George VI. Made 
of Coronation red kidskin, decorated 
with diamonds and rubies valued at 
$3,000, it was brought here by its de- 
signer, Bernard Oswell of London, and 
shown to American shoe manufac- 
turers at a reception held recently for 
Mr. Oswell at the Hotel Waldorf- 
Astoria. 

The shoe, the only one of its kind, 
is a toe-less evening sandal. Each of 
its fire-red kid instep straps is fastened 
by a magnificent buckle of diamonds 
and baguette rubies. The ankle strap 
has a diamond buckle fashioned in the 
shape of a crown. 

Mr. Oswell, who is president of the 
British Shoe Association, is returning 
to England to open the footwear ex- 
hibition at the British Industries Fair, 
where he will present the Coronation 
shoe to the Queen. 

Mr. Oswell pointed out that in Eng- 
land, France and America, fashions 
already reflect the influence of the 
colorful Coronation ceremonies. This 
is particularly evident in footwear, 
where dark colors have been replaced 
by bright’ red, blue, green and purple 
kidskin. 


Bennett New Shoe Manager 


HARRISBURG, Pa.—R. E. Boy, former 
manager of the Florsheim shoe de- 
partment in the Doutrich Clothing 
Store, is now with the Van Deventer 
Store in Toledo, Ohio. B. W. Bennett, 
a former salesman for the Walk-Over 
Shoe Store here is the present manager 
of the department. 





William J. Benson 


Dover, DeL.—William J. Benson, 
well-known Dover shoe merchant, died 
January 25, aged 83 years, following 
an illness of long duration. The de- 
ceased had devoted a half century to 
the civic and business life of Dover. 

Mr. Benson was the last remaining 
old time merchant of Loockerman 
Street, having conducted a shoe busi- 
ness on that street for forty-five years. 
He was a director of the First Na- 
tional Bank and served as vice-presi- 
dent of that institution until the con- 
dition of his health forced his retire- 
ment a few years ago. 

Mr. Benson was well known for his 
interest in music and horticulture. He 
was married twice and his second wife 
died two years ago. A brother, Elmer 
E. Benson, was associated with the de- 
ceased in the shoe business. Another 
brother, the late Alden R. Benson, was 
Secretary of State during the adminis- 
tration of Governor William D. Den- 
ney. Funeral services were conducted 
at People’s Christian Church on 
Wednesday afternoon, January 27, 
and were largely attended. Interment 
was at Lakeside cemetery. 
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Dramatize EF oot Health in Windows 


[CONTINUED FROM PAGE 24] 


certain hours of the day and have their 
fee examined and graded for the final 
awards. The judging was done in our 
assembly room where there was privacy 
and where it was also possible to set 
up educational exhibits that would at- 
tract the attention of those who came 
in. We also took pictures of some of 
the best feet for use in window displays 
and publicity. We received the idea 
from the issue of Boot AND SHOE RE- 
CORDER which showed photographs of 
dancers’ feet.” 

According to the rules of the contest, 
any woman or child six years of age 
or older was eligible, except employees 
of the S. J. Brouwer Shoe Co. and mem- 
bers of their families. Contestants 
were not required to buy anything. Two 
prizes were awarded in each of the 
three groups, and in case of ties, it was 
provided that duplicate prizes should be 
awarded. 


Important Contest Requirements 


If any retailer is planning a contest 
that is to be advertised through the 
rails, it is important to make sure that 
postal regulations are complied with, 
and it is also advisable to make certain 
that any contest complies with state 
and local laws. The postal regulations 
forbid the mailing of advertising relat- 
ing to contests that are in the nature 
of lotteries. Contests of skill are per- 
missible. There should be no require- 
ment that contestants should purchase 
merchandise, and it is necessary to in- 
clude in the contest regulations a rule 
te the effect that. duplicate prizes will 
be awarded in the event of ties. If 
the contest is to be advertised through 
the mails, it is always advisable to sub- 
mit advertising material to the postal 
authorities and make sure it conforms 
to regulations. 

In the Brouwer contest, feet were 
judged from the standpoint of normal 
beauty and the judging was done in 
stockinged feet. Decisions of the judges 
were final, according to the rules and 
regulations . 

Regardless of whether or not you de- 
cide to conduct a contest for National 
Foot Health Week, window displays 
will necessarily play an important part 
in the promotion of this event. Win- 
dow displays, newspaper advertising 
and publicity through the news columns 
of the papers form the most effective 
avenues for promotion of an event like 
this, and the windows, as‘ well as the 
ads and news releases, call for careful 
advance planning and preparation. A 
Foot Health Week window, like any 
other extraordinary window promotion, 
calls for something rather spectacular 
to command the attention of the public. 
In the case of the Brouwer windows, 
which are illustrated on the first page 
of this article, the background pictures, 
some of which were reproduced from 
Boot AND SHOE RECORDER and others 


from photographs taken in the Brouwer 
store, supplied this touch of the spec- 
tacular. Many shoe stores used the 
poster designed for National Foot 
Health as a center piece for their win- 
dow displays and also displayed it in- 
side the store, with small size illustra- 
tions of the same design in newspaper 
ads to tie them in with the windows. 

In planning a Foot Health Week 
window one should consider how to 
make it interesting, not only to the 
limited group of customers who, be- 
cause of food defects and abnormali- 
ties, are compelled to wear special 
types of shoes for comfort, but also to 
the much larger number who are likely 
to be interested in foot health from the 
standpoint of physical efficiency and 
beauty. In other words the object 
should be to sell prevention of foot ills 
rather than correction. The wearing of 
sandals in Summer, the barefoot 
vogue at beaches and the growing foot 
consciousness that comes from a wider 
indulgence in sports and the outdoor 
life is causing younger people to be- 
come more interested in foot health and 
foot beauty. 


Foot Health and Beauty 


No modern girl or young woman 
relishes the thought of appearing on 
the beach with misshapen feet, or with 
unsightly corns or bunions. The result 
is that even the younger people of today 
are interested in foot health, and the 
young women are tremendously inter- 
ested in foot beauty. And so the door 
is thrown wide open for the develop- 
ment of a much more extensive interest, 
not in the more extreme types of or- 
thopedic shoes, but in well designed 
daytime, walking and sport shoes that 
will permit normal foot action, offer 
support and mild correction in cases 
where it seems desirable and possess 
the qualities of fitting that will help 
to keep feet fit. 

Foot Health Week, therefore, should 
be regarded as presenting a sales op- 
portunity much broader in its scope 
than just the promotion of orthopedic 
types of shoes; it can well include all 
sorts of shoes that contribute to healthy 
normal foot development. It should 
emphasize especially the value and im- 
portance of proper fitting service. In 
a word, it should be promoted with the 
thought of getting away from the nar- 
row application of the term “Foot 
Health” that confines itself largely to 
extreme, orthopedic and corrective 
shoes, and embracing the broader field 
of well designed shoes for everyday 
use, together with modern, scientifi 
fitting service. te 

Promoted from that angle, National 
Foot Health Week has a real meaning 
to every shoe store and to every cus- 
tomer. 





BOOT AND SHOE RECORDER, -February 13, 1937 


. « « But she does know that the toes 
of her shoes stay neat and trim and that 
this pair is more comfortable in the toe 


because there are no wrinkled linings. 


own Instinctively, she pays her tribute 
to Celastic in going back to the same 
store—or in asking for the same brand — 


when she buys her next pair of shoes. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 

















WOMEN 


who are smart stylewise 


e 
WOMEN 


who are smart in making their 
dollars go the longest distance 


sO 
smart retailers and manufacturers 
use RUSSIDE to keep sales up.. . 


and costs down! 


NORTHWESTERN 


LEATHER COMPANY TRUST 
BOSTON 
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How to Get Foot 
Health Publicity 
[CONTINUED FROM PAGE 32] 


place in a growing foot. Correct shoes 
encourage correct posture which 
should be: 

Head up, chin in; head balanced 
above shoulders, hips and a: kles. 

Chest up; breast bone, the part of 
the body furthest forward. 

Lower abdomen in and flat. 

Back .curves within normal limits. 

6. Many a furrow between the eyes 
of a lovely woman is due to constant- 
ly aching feet. Listlessness, restless- 
ness and irritability often occur be- 
cause of tortured feet. When badly 
fitted shoes prevent the proper dis- 
tribution of weight, the whole body 
is thrown out of poise, nerves become 
frayed and tempers go on edge. To 
have proper posture you must wear 
shoes that allow you to stand and walk 
on the balls of your feet. If feet hurt, 
you cannot stand or walk in comfort, 
and that leads to a lack of proper 
exercise. If you kick off your shoes as 
quick as you get home, or slip them off 
every chance you get, it means you’re 
abusing your feet. 

7. Summer styles call for foot ex- 
posure. To have blemish-free feet you 
must have the right shoes. After that 
it’s time to consider creams, lotions, 
oil massage, pedicures, and other ex- 
ternal beauty aids. Lovely, shapely 
feet, springy step and graceful car- 
riage, ‘and the overcoming of foot 
fatigue are all possible with correct 
attention from a foot specialist, plus 
proper footwear in nine cases out of 
ten. Very few women need be em- 
barrassed by foot exposure. 

(Note: Include with this a set of 
foot exercises. These have appeared 
often in shoe literature and trade 
journals.) 

Use your own discretion as to when 
the writers are reminded about Foot 
Health Week. It will probably be 
known pretty well in advance because 
it appears in promotion calendars and 
is emphasized early by various news- 
paper groups in bulletins to this 
promotion department. Give the impres- 
sion of cooperating on a point of in- 
tense public interest rather than look- 
ing for a “plug,” as they call it in the 
music business. Don’t ask for specific 
mention of the event; perhaps the pa- 
per’s policy does not permit it to be 
done. 

First featured in 1935, there’s a slo- 
gan that is just as good as ever, “How 
Are Your Feet Today?” A week or 
two before Foot Health Week start 
using it in a single line, caps on every 
page of the paper you can get it on. 
After two or three days let it appear 
in posters and car cards all over town. 
No name or explanation should be 
used; just the question, “How Are 
Your Feet Today?” 

Properly sponsored, a campaign for 
cooperation in foot care will get a lot 














A NAME FEATURES STYLE 
that builds that build that builds 
Acceptance a Demand Turnover 


YOU CAN FIT ALL TYPES OF MEN’S FEET 
.-- 100% Better Than Ever Before 


The Original Doctor Shoe for high-arched feet is now sup- 
plemented—with the Doctor Stabilizer Balanced Control 
for low arches. Both are active producers of healthy feet 
and healthy turnover. A Name, Features, Styles. And Ad- 
vanced Styles, expertly finished by Racine Union Craftsmen. 
Scientific Designing along with all other advantages gives 
you a men’s line-up that has everything. For men who 
require correct footwear; for men who want real value. 
Detailed information regarding the Doctor line and samples, 
we will gladly send at your request. 


For High Arched Feet ) Aa For Low Arched Feet 























A 

LTHOUGH | am only 19 and tremendously 
interested in men, clothes and good times, |, too, 
know what | want when it comes to shoes. 


Of course, | have some of the cutest pumps and 
most knock-out looking sandals you've ever seen, 
but Boy!—do they kill my feet! 


Last week the nicest man sold me a pair of new 
pumps and fitted them with Trimfoot. I've never 
had such marvelous comfort in any pair of shoes. 
In fact, he's my friend for life." 


This nice man turned a shopping customer into a satisfied, repeat 
booster for his store. He did it by extending his store's service to 
an otherwise hard-to-please customer. 


Your store's service is the One Thing that can give you the edge on 
competition. Specialize and develop your service by featuring 


Wizard Foot Relief. 


Write immediately and learn about The Wizard Way to Greater 
Profits and More Satisfied, Repeat Customers. 


WIZARD COMPANY -> 
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of attention, and do considerable good. 
Such a campaign would logically be 
carried on during, rather than before, 
Foot Health Week, but the groundwork 
must be done ahead. One way is to 

a good speaker on the program 
of the club at a regular meeting dur- 
ing or just before Foot Health Week. 
After the address, with the previous 
consent of the club officials, pass out 
small pledge cards with assurance the 
names will not be used for solicitation 
in any form. 


FOOT CARE PLEDGE 


During the coming year I will en- 
deavor to have every member of my 
family (particularly the children). take 
better care of their feet—and wear 
shoes that are correct for their feet 
and properly fitted. 


I sh origins VSI Cato a 
PR oe eR es 


In some cases one club can do the 
job—many women like to sponsor a 
“cause” or a movement, particularly 
when it permits good local publicity 
for them and the club. 

The interest of the health commis- 
sioner and the other department exec- 
utives should be solicited. Their en- 
dorsement, and that of the mayor and 
other officials, is sure to be helpful. A 
statement or a short talk over the 
radio, or the permission. to use their 
signatures as endorsing the principles 
and ideals of the event will make good 
publicity, even if your promotion. funds 
must cover the expense. 

Contests, such as the “perfect foot 
contest,” the “most miles per day” 
contest and “why we should take care 
of our feet” contest are all good. One 
town got great publicity out of a 
“walkathon”—a walking race for men 
and women, with the mayor as starter. 
The race ended before a large theatre 
where prizes were awarded after 
speech making. 

In the newspaper itself, the cooper- 
ative advertising schedule can take the 
form best adapted to local conditions, 
depending principally upon the amount 
of paid space that can be used. 

Where the number of stores and the 
development of the cooperative spirit 
allows, a section of several pages may 
be used. In others, a cooperative page, 
or a series of cooperative pages may 
be practical. And then there are the 
places where a cooperative announce- 
ment of your column fifteen inches 
proves best. 

Whatever the local situation, there 
should be a combination of editorial 
copy and merchandised ads, even if 
they must be arranged entirely in paid 
space, possibly placing the individual 
store ads at the sides and below the 
editorial announcement. 

Since the public will instinctively 
judge the importance of the event by 
the newspaper space used (and the at- 
tention given to the other parts of the 
program) it is well to use space 


[TURN TO PAGE 55, PLEASE] 
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If you want the 





Children’s Shoe Business 





With Buster Brown Shoes, it’s easy! Knownfor 30 
years—advertised in leading national magazines 


It’s easier to sell Buster Browns because Dad 
wore them when he was a boy. Buster Brown 
is a name he’s known and had confidence in 
for more than thirty years. And one scru- 
tinizing look assures him that materials and 
workmanship are still the finest. Besides, 
there’s the foot-shaping last to insure foot- 
health for his child. And the at- 

tractive patterns that modern 


children demand. All of which 
Brow Snoe Gowan, 


Manufacturers Se. Louis 








is told to the consumer through current na- 
tional advertising — in Good Housekeeping, 
Woman’s Home Companion, True Story, 
Life—to boost your sales of Buster Browns. 
To help you get and hold the lion’s share of 
the children’s shoe business. Prepare for this 
business now. Orders are filled promptly by 
our efficient IN-STOCK De- 
partment. 


Also makers of Air Step Shoes 
for Men and Women and 
Official Scout Shoes for Boys 
and Girls. 














When writing advertisers please mention Boot and Shoe Recorder 
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Dwight Smith Dies 

Cuicaco—Dwight Smith, secretary 
of the J. P. Smith Shoe Company, 
Chicago, died last Sunday morning at 
Phoenix, Ariz. 

The trade loses one of its best in the 
passing of Mr. Smith. He was the 
youngest of five sons to whom J. P. 
Smith, fondly remembered as “Uncle 
Jake,” left the J. P. Smith Shoe Co. 
Their training under him left them 
well equipped to carry on and to main- 
tain the high standards of quality he 
rigorously set up from the inception 
of the business, and for which the firm 
is known today from coast to coast. 
Dwight Smith held the post of secre- 
tary of the company, also buyer of sole 
leather and superintendent, under his 
brother, Howard S. Smith, who suc- 
ceeded to the presidency of the com- 
pany upon the death of Robert Smith 
about two and a half years ago. Sur- 
viving him are also two brothers, Wal- 
ter G. Smith and Charles F. Smith. 

Dwight’s connection with the com- 
pany covers a period of 27 years, 
being interrupted for the period of the 
Great War when he entered the army 
Aug. 15, 1917. He won a commission 
of Second Lieutenant in the Quarter- 
master’s Corps, and upon being mus- 
tered out March 1, 1919, he had risen 
in rank to a First Lieutenancy. His 
shoe experience was put to use by the 
Government in supervising the produc- 


- tion of army shoes. 


While he knew how good shoes are 
made and how to teach his factory 
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employees in maintaining a standard, 
he knew also how to sell them, and 
among those who will note his passing 
with sorrow, is a wide circle of mer- 
chants whom he served. Active in busi- 
ness, he was also active in social activi- 
ties. He was a member of Lake Shore 
Athletic Club, Chicago Athletic Club, 
and Exmoor Country Club. He gradu- 
ated from Culver Military Academy, 
and is survived by his two sons, Dwight, 
Jr., age 14, and Howard M., age 11. 
Interment was at Rosehill Cemetery, 
Chicago, Thursday, February 11. 





Style Show at Dalsimer’s 


PHILADELPHIA—An annual affair, 
not connected with the Middle Atlantic 
Shoe Retailers Association convention, 
but usually held coincidently with it 
because of shoe and style notables then 
in town took place on Tuesday after- 
noon at the store of S. S. Dalsimer & 
Son in Chestnut Street. It was an in- 
teresting showing of new Spring shoes. 
In addition to many visiting shoe men 
and stylists, invitations were also ex- 
tended to some of:.the favored cus- 
tomers of the store. 

About 200 were present in all; there 
were cocktails and canapes and an in- 
formal reception was held. Mr. Rolf 
acted as master of ceremonies and 
called upon Miss Ruth Kerr to speak 
on styles for Spring from Paris and 
Hollywood sources. Harold Quimby of 
Boston spoke on the importance of foot- 
wear in connection with health. The 
addresses were broadcast and at their 
conclusion there was a style show with 
models and orchestra accompaniment. 
showing the advance Spring styles. 
Gowns were by Stecher of Philadel- 
phia. Sport, town and formal footwear 
were shown. 





Baines Starts Hollywood 


Branch Store 


Lone BeacH, CaLir.—R. Baines has 
opened his second Baines Bootery. The 
new one is at 6646% Hollywood Boule- 
vard, Hollywood, and is being managed 
by his son, B. Baines, Jr. 


There IS a Difference — oe 


New Sandals Have Gem 


Features 

MiaMI BeacH, Fia—It would be 
hard to visualize a more beautiful san- 
dal than the one shown by R. M. Noble, 
assistant designer of Henning Foot- 
wear, which is offered at Atlantic 
City and Miami Beach. This sandal 
has a foundation of blown glass, not a 
Cinderella affair but a flexible material 
made from blown glass. Over this is 
a black lace net in floral design. The 
sandal sparkles beneath the lace throw- 
ing off points of light from every glass 
surface. 

Another sandal is made of Charmooz 
kid, a new material which is offered in 
27 different colors in both sandals and 
pumps. Port hole perforations in two 
sizes, large ones running horizontally 
and small ones in vertical arrangement, 
make this a novel bit of foot covering. 
The sandal is extremely light, which 
makes it a very important tropical foot 
note, weighing only 3 ounces. 

The French Shop, where Henning 
Footwear is sold, has been in Miami 
Beach for a number of years and is 
located at 1041 Lincoln Road. 




















In Sole Leathers—just as there is—In Tempered Steel 





footwear. 











Only the finest of perfectly tempered steel is used in automobiles where per- 
formance insures riding comfort. 
The Sole—a functioning part and support of a shoe—must also adapt itself 
to the machine-like demands of the human foot. U. S. Leather possesses the 
necessary Qualities which make for the comfort and performance expected of fine 


The UNITED STATES LEATHER COMPAN 
27 Spruce Street, New York, N. Y. 
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out of 10 men and women need 
Scott's METATARSAL PADS 


Here are quick, easy sales that give you a BIG 
PROFIT. All it takes is a suggestion to make the 
sale. Folks who need this relief will thank you 
many times—and send their friends to you for 
shoes and foot comfort. 


Scott's REGULAR METATARSALS 


Sponge Rubber for McKay and Turn Soles 


Dozen Gross 

Loree Seiavadiecwhig babe dbesntceeekes $7.20 
as awkinecahakees be-cespereawe¥s 70 6.30 
DE cared gic ades tate cecsdscdons 5.40 
Ladies’ MT Skideccdacrenowesteineces 50 4.50 


Scott also manufactures 
RIGHT AND LEFT MET. PADS 


This special line is made in large, medium and small 
sizes in all styles. Write for prices. 


Scott's WOOL-FELT MET. PADS 


pe about Scott's full line of white wool-felt Metatar- 
sals. 


Made in all styles and sizes—very popular. 





Scott's Exclusive 
CLOVERLEAF 
METATARSAL PADS 


You can’t beat this new F np pad as a 


tural 
Mad . f rubber or wool felt, plain or 
ner-sovered,. with adhesive back or 
Write “tor prices and complete information. 





Scott Foot iances are sold senute through 
Shoe dow and Shoe as 
Write for catalog | ry Pg the * complete Scott 


SCOTT FOOT APPLIANCE CO. 
OMAHA, NEBR. 





Scott's TACKED METATARSALS 
Correct installation made easy by sharp anchor tacks 
just long eo to hold firmly without penetrating 


panes the sole. Sponge rubber, plain or leather- 











How to Get Foot 
Health Publicity 


[CONTINUED FROM PAGE 52] 


enough to give the proper impression. 

Foot Health Week has gained in im- 
portance every year; public interest 
in foot health has increased steadily, 
too. But it must be remembered that 
even free schools, libraries and muse- 
ums have to advertise to sustain at- 
tendance. And the same is true of 
Foot Health Week. The public must 
be regularly reminded of the event, 
and also of the shoe stores that are 
qualified and equipped to accept lead- 
ership and render service under the 
slogan: 


Fitting Feet to Keep Feet Fit. 





Following is the copy for suggested 
folder entitled “CORRECT THE 
CAUSE OF YOUR FOOT TROUBLE,” 
layout of which is illustrated: 

“The best ticket for foot health is 
prevention. 

“The next best is correction. 

“Most babies are born with perfect 
feet. Thanks to the interest of par- 
ents, and the increasing skill of re- 
liable shoe men more and more children 
are escaping foot abuse. Their feet 
are developing as nature intended, in 
shoes that permit and assist normal 
development. 


“Among adults foot ailments are 
prevalent. Yet a great many endure 
needless discomfort and_ suffering. 
Through the skill of the foot specialist 
and the understanding of the reliable 
shoe man, most foot troubles due to 
abuse can be relieved or. eliminated, 
if treated in time. Even in cases too 
far advanced to permit a cure, relief 
can frequently be given. 

“Foot abuse is the main cause of 
foot troubles and the resultant bodily 
ills, many of them above the waist 
line, because— 

“The bones of the foot form a three- 
point tripod, supporting and balancing 
the weight of the body. 

“The feet are arched—they absorb 
shock and protect the nerve system 
of the body. 

“Finally, the feet furnish propelling 
power for the body. 

“No machine can function right if 
its foundation is wobbly and weak— 
nor can the bodily organs and nerve 
system function properly when weak, 
wobbly feet throw the body off balance 
or pains and aches bombard the ner- 
vous system. 

“In the early Spring certain bodily 
changes take place that intensify all 
the ailments of the feet. This, plus 
the unusual activity after the Winter 
slow-down, makes it exceedingly im- 
portant that a check-up be made, even 
if the feet are normal. 

“Thus it becomes very clear why 


now is the time when any one having 
foot ailments, however slight, should 
consult a competent foot specialist. 
Then, with the cause of the trouble 
diagnosed and the correction of the 
trouble begun, wear shoes that will 
help in correction of that trouble, and 
the prevention of any further diffi- 
culties.” 





Record Shoe Sale 


CHICAGO, ILL.—What might be con- 
sidered a record for a single retail sale 
in one day is the selling of 41 pairs of 
shoes to one customer by David Hirsch- 
berg of the Palmer Boot Shop, located 
on the State Street front of the Palmer 
House. The influence and inspirational 
messages from the National Shoe Fair 
may have penetrated to this shop on 
the street level four floors below. The 
41 pairs consisted of window shoes 
otherwise known as sample sizes in 3C 
and 314B. The styles ranged across the 
board including evening shoes, walking 
shoes, afternoon shoes, party shoes, 
dress shoes, and shoes in general, not 
to mention a quantity of whites for 
Spring and Summer. Mr. Hirschberg 
is one of the outstanding salesmen on 
the staff according to E. G. Teeters, 
manager. This cash transaction was 
a result of heroic effort on the sales- 
man’s part in presenting and promot- 
ing the merchandise, the customer be- 
ing ready to call it a deal at the 25th 
and 31st pairs. 
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T. W. GARDINER COMPANY - LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 


Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 





THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 




















When writing advertisers please mention Boot and Shoe Recorder 
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REGIONAL /S SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 





FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 

fT. W. GARDINER CO. KRENTLER BROS. CO, 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS. CO. 


BROCKTON, MASS. MILWAUKEE, WIS. 
Stewart & PoTtenco, THE LAST WORD  ywitep tastco., trD. 


SROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Are your stocks balanced with 
enough Kid Shoes that you 
won’t lose out on sales 
volume? For volume in shoes 
depends on sales of Glazed 
Kid — sales to people 
who'll take no substitute 

for Kid’s all-purpose 
economy and real foot 
comfort. Shoes of 
SURPASS KID have a 

style value, too, of 
inherent quality, 

and a beauty that 

comes from a firm 
bodied, pliable 
leather with a 
tight, even 


grain. 








When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Vews 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, FEBRUARY 13, 1937 


NATIONAL NEWS 





Right Shoes Important With Spring Costume 





Chicago Apparel Shows Bring Out Importance of Correct 
Shoes for Spring Ensembles 


CuicaGco, Inu.—Right shoes for the 
new clothes, whether they be white, 
pastels, high coronation colors, or 
Balkan peasant prints, was the theme 
of numerous style and fashion shows 
during the opening of the Chicago 
Spring market during the first two 
weeks of February. 

Ensembles, suits, coats and dresses 
for Spring were shown by models wear- 
ing shoes of either matching or con- 
trasting bright blues, greens, and reds 
following the coronation influence; the 
beige, blue and grey, popular new 
Spring colors, and fabric prints of the 
Dalmation and Balkan peasant trend. 

“It’s feet first in wash dresses,” 
stated G. M. Groves, head of the Groves 
Shoe company, Chicago, which sup- 
plied the footwear for the Wash Ap- 
parel Fashion. Show at the Palmer 
House, Feb. 3. 

“Since the wash frock has climbed 
the social ladder and is seen every- 
where that smart people congregate, 
shoes must be chosen to complete the 
ensemble, with reference to style of 
dress, the purpose for which it is in- 
tended and the color combinations. 
Just ‘any kind’ of shoe will ruin the 
smart lines of the modern wash dress 
and rob it of the chic with which manu- 
facturers have so ingeniously invested 
it. The correct shoe, however, will 
give the added dash that is needed and 
lend prestige to this type of costume. 

“Many of this season’s shoe designs 
might well have been created with the 
wash dress especially in mind, so per- 
fectly do they coordinate. Gray, blue, 

and beige gabardines are ideal for the 
colorful wash frocks. These with 
patent or kid trims, in high-riding ties, 
monk straps, and monk pumps are good 
for the average street-type frock. For 
sportswear and outdoor recreation, 
buckskin and leather combinations will 
be the choice for tailored linens and 
heavier weaves. 
“It will be a white-shoe Summer,” 
continued Mr. Groves, “from all present 
indications and white is ideal for wash 








DATES TO REMEMBER 


Easter Sunday ...........% March 28, 1937 
Official Leather Openings, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 
April 5, 6, 1937 
Illinois .Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 
Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
ES. Saeciosinennaeaee July 18, 19, 20, 1937 





dresses. Some of our early designs are 
in white gabardine with kid trim and 
suva cloth inlays. These look well with 
a dressy frock, such as sheers, hand- 
kerchief linens, and the better types of 
day-time cotton dresses. White buck- 
skin will undoubtedly find favor for 
sports wear.” 

An average of more than 1600 buy- 
ers attended each of the style shows 
produced by the Wholesale Market dis- 
trict of Chicago, Style Creators of Chi- 
cago, and a number of out of town 
firms, setting the pace for 1937 Spring 
and Summer fashions. 





Endicott Johnson Workers 
Contribute to Red Cross 


ENpIcoTT, N. Y.—Over $60,000 has 
been contributed by Endicott Johnson 
workers to the Red Cross for the flood 
relief work in the Ohio and Mississippi 
valleys. Through the leadership of 
President George W. Johnson, every 
worker in the Endicott Johnson fac- 
tories has donated to the flood relief 
work. 

Endicott Johnson workers are par- 
ticularly sympathetic due to their own 
experience and distress in flood periods 
that occasionally take place in that 
vicinity. Because of the seriousness of 
the situation the Endicott Johnson cam- 
paign for Red Cross funds was ex- 





tended to Feb. 6 and it is obvious that 
the $60,000 will be increased appreci- 
ably. 





Shoe Fashion Guild Elects 
Officers 


New YorkK—The Board of Governors 
of Shoe Fashion Guild of America, Inc., 
met Tuesday afternoon, Feb. 2, at 4 
P. '‘M. and elected the following officers: 


George Miller of I. Miller & Sons, 
Inc., was reelected president; Mur- 
ray D. Fine of Premier Shoe Co., 
Inc., was reelected first vice-presi- 
dent; Frank Grossman of Gross- 
man’s Shoes, Inc., was elected sec- 
ond vice-president; Frank Cardone 
of Cardone & Baker, Inc., was 
elected third vice-president; Dan 
Palter of Palter De Liso, Inc., was 
reelected secretary and Newton El- 
kin of Elkin Shoe Co., was re- 
elected treasurer. 


Practically the entire meeting fol- 
lowing the election of officers was de- 
voted to the discussion of the Guild 
Showing which will be held at the Hotel 
Biltmore, New York City, May 3, 4, and 
5, 1987. The Guild will use two entire 
floors of the hotel and anticipates that 
over 1000 retail distributors of their 
products will attend this Showing. 





Washington Retailers 
Reorganize 

WASHINGTON, D. C.—The Washing- 
ton Shoe Retailers Association which 
has been dormant for more than a 
year has decided to reorganize. 

A meeting, attended by 18 retailers 
of this city, was held at the Harring- 
ton Hotel on February 4, at which 
time a new set of officers was elected. 
Phillip Stach was elected president 
with Jack Rosenberg, vice-president 
and Frank Richey, secretary. 

At this meeting, Dr. A. 0. Penney 
and Dr. E. C. Rice addressed the shoe 
men present on the cooperation be- 
tween chiropodists and _ the retailers. 
Dr. Penney spoke particularly about 
the ethics of their profession in not 
accepting commissions or fees from 
retailers. Dr. Rice spoke at length on 
the proper kind of shoes to sell. 








Page 60 


Southwestern Travelers Hear 


Reports of Progress 

DALLAS, TExAS—The annual meet- 
ing of the Southwestern Shoe Trav- 
elers Association at the Adolphus 
Hotel, here, on Saturday afternoon, 
January 23 at 2:30 P. M., was called 
te order by W. M. Hootkins, presi- 
dent, whose opening address touched 
on the accomplishments of the South- 
western as well as the National asso- 
ciation during the year 1936. He also 
at the same time made a very en- 
thusiastic report as a delegate to the 
National Shoe Travelers’ convention, 
both he and Mr. Buckley making good 
reports on the convention, and putting 
special stress on the work accom- 
plished through their efficient secre- 
tary, Thomas A. Delany. 

Secretary W. T. Mitchell reported 
that the Southwestern was in a very 
healthy state both numerically and 
financially. Some very good reports 
were made by the different commit- 
tees, outstanding among these being 
the report of Ed C. Keleher, chairman 
of the railroad committee. In his re- 
pert he quoted the general passenger 
agents of all Southwest and Western 
roads who stated that the volume of 
business done by western roads in 1936 
was 21 per cent over the volume of 
1935. This he attributed to better 
equipment and service, reduced rates 
and better schedules—all going to 
show that the railroads can still do 
business if they will give service and 
reduced rates and that the hard work 
done by the National Shoe Travelers 
Association backed up by the different 
branches, especially the Southwestern 
Shoe Travelers, has been worthwhile. 

Walker T. Dickerson of the Walker 
T. Dickerson Shoe Co., Columbus, Ohio, 
made a very interesting and helpful 
talk, putting stress on the importance 
of the manufacturers cooperating with 
the travelers. He stated that unless 
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Nay Store Adds Modern Front 





Wheeling, W. Va—The Grand Rapids Store Equipment Company has installed this 
beautiful and outstanding front on the Nay Shoe Company store at 1311 Market Street, 


here. 


The front is white with the curved display windows outlined in black. The name of the 


store is carried out over the door in script lettering and is lighted with Neon tubes. A 
modern concealed awning is rolled into a cut-out over the door with the whole effect 


blending into the even layout of the new front. 





the manufacturer took the traveling 
shoe salesman into his confidence more 
than in the past, a great mistake would 
be made as the salesman is one of the 
parts of the triangle and just as im- 
portant in the distribution of shoes 
as the manufacturer and retailer. 

A breakfast was held in honor of 
L. F., Tuffly, president, and Lee Lang- 
ston, vice-president, of the National 
Shoe Retailers’ Association; and R. C. 
Mynatt, president of the Texas Shoe 
Retailers’ Association. 

The following officers were elected 
at the business meeting on Wednesday, 
J. M. Hartman, Freeport, N. Y., pres- 
ident; W. T. Stephenson, St. Louis, 
Mo., vice-president; W. T. Mitchell, 
San Antonio, Tex., secretary-trea- 


surer. D. C. Sarfaty of Oklahoma 
City, Okla., and E. C. Keleher, San 
Antonio, Texas, were elected to serve 
as directors for two years and Dave 
Tandy, Ft. Worth, and Walter Roose, 
to serve for one year. An intensive 
drive for increased membership was 
launched and 1937 promises to surpass 
all others in enthusiasm and work. 





Vacations in California 


Boston, Mass.—Kivie Kaplan, vice- 
president of the Colonial Tanning Co., 
Inc., sailed for California on the S. S. 
“Pennsylvania” Saturday, February 6, 
on a much earned vacation. He is ac- 
companied by Mrs. Kaplan. 
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TuppegSells Middletown 
Factory 


New York—Tupper, Inc., announced 
last week the sale of their Middletown 
Factory at Middletown, New York, 
known as Middletown Footwear, Inc., to 
Fred Levine, formerly a salesman asso- 
ciated with Tupper, Inc. 





FRED LEVINE 


For the past year, Mr. Levine has 
been devoting his time exclusively to 
the Middletown factory and has made 
tremendous strides in the development 
of that business. 

Middletown Footwear, Inc., are man- 
ufacturers of sandals and slippers for 
large volume users and department 
stores. Under Mr. Levine’s direction, 
the quality of the product has been im- 
proved and the factory is now running 
at full production. 

The Middletown factory is the only 
shoe factory located in this city and 
has been established for about ten 
years, 


Announce Spring Opening 
Date 


TACOMA, WasH.—The annual Spring 
opening in which footwear is placed 
to the forefront, with new Spring 
styles and Easter footwear creations, 
highlighting many shoe retailers’ win- 
dows, has been tentatively set in this 
city for March 3 at a meeting recently 
of the Retail Trade Bureau. The early 
date has been provisionally arranged 
due to the early arrival of Easter 
this year, on March 28. Thomas Mc- 
Elwain, one of the leading footwear 
merchants of this city, has been named 
to the committee of arrangements by 
F. A. Davidson, president of the mer- 
chants’ bureau. Plans are to make the 
Spring opening one of the finest civic 
events ever held, with windows dis- 
playing the newest Spring shoe styles. 
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PANCO STA.-TITES 

















fine appearance is an 
added value to many 


sales building features 


The Sta-Tite heel has beauty that is “more 
than skin deep.” Its clean-cut, non-tracking 
diamond tread matches great resiliency, 
long life and an ability to fit snugly to the 
heel base under all conditions. Sta-Tite. 
heels go a long way towards selling the 
customer in the first place—and go the 
limit to keep him sold on you and your 
shoes. 


PANTHER PANCO CO. 


CHELSEA, MASS. 


STA-TITE 








HEELS 
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Dancing Shoes and Taps 








Pat. Tap Slippers 


IN STOCK 
atten fe 
i $1.30 41.85 c 
7] 1.35 1.75 B-C 
3 1.40 -B-C 
822 C width 
ALSO LOWER GRADES 


SCHWARTZ é & HERDER, INC.. werns. 
70-72 N. Philadelphia, Pa. 











Wallach Manages Foot 


Health Store 


PHILADELPHIA, Pa.—The Foot Health 
Institute of Philadelphia has put Louis 
E. Wallach in charge of their 69th 
Street store. Mr. Wallach is ably 
qualified for this position as he has had 
many years’ experience in corrective 
shoe fitting. 





Opens Shoe Studio 


Paris, France—Roger Vivier, the 
well-known style creator and shoe de- 
signer of Paris, for the Studio Labore- 
mus, has severed his connection with 
the latter, and opened a studio: of his 
own. He is now located at 22 Rue 
Royale, in the center of Paris style in- 
terests and activities.. His first collec- 
tion has now been developed and was 
presented to his clientele, the end of 
January. 

His representative in New York is 
Einstein Company, One Park Avenue. 
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Cc. R. Gamble Elected 
Brown Vice-President 


St. Louis, Mo.—At a recent meeting, 
the Board of Directors of Brown Shoe 
Company elected Clark R. Gamble a 
vice-president and member of the execu- 
tive committee in charge of sales. Mr. 
Gamble has been divisional sales man- 
ager for the past ten years and with 
the company since 1919. 





CLARK R. GAMBLE 


E. L. Boneau, who has been with 
the company since 1924 and who has 
been much interested in sales problems, 
was promoted to sales manager of the 
company, filling the vacancy caused by 
Mr. Gamble’s election. 

Brown Shoe Company reports orders 
are coming in greater volume than a 
year ago, and that all indications point 
to a big retail shoe business this 
Spring. The company also reports a 
substantial gain in shipments for the 
first three months of their fiscal year. 





F. J. Rueping Honored 


Fonp pu Lac, Wis.—More than 200 
employees of the Fred Rueping Leather 
Co. recently tendered a surprise party 
to F. J. Rueping, president of the 
firm, in honor of his 70th birthday 
and his 46 years as president of the 
concern. Included in the group was 
Otto Roehrdanz, who has been em- 
ployed by the leather firm for 57 
years and has known Mr. Rueping 
since he was 5 years old. 





Carmo Moves N. Y. Salesroom 


New York — The Carmo Shoe Mfg. 
Company of Carthage, Mo., has moved 
their New York office and showroom 
from room 844 in the Marbridge Build- 
ing, 47 West 34th Street, to more mod- 
ern quarters in room 609 in the same 
building. 

The new showroom is finished in 
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to yur JUVENILE 
DEPARTMENT 


Having purchased the progressive 
types of Mrs. Day's Ideal baby 
shoes for her growing youngster, it is 
easy to guide a mother into your 
juvenile department when she needs 


walking shoes—by offering Flexible 
Hard Soles (2-8) of the same familiar 
manufacture. 


Increasing numbers of alert retailers 
are using this formula with 
effect. 


MRS. DAY’S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
a 








cream and white with showcases of 
walnut. The chairs and the table for 
displaying shoes are also of walnut 
with the chairs upholstered in parch- 
ment-like leather. The room is illumi- 
nated by floor lamps shedding an in- 
direct light on the white ceiling which 


‘reflects and makes a well-lighted in- 


terior without any glare. 

Barney B. Kimless, New York rep- 
resentative of the company, stated 
that increased business was respon- 
sible for the move and he is looking 
for a steadily rising market for the 
coming season. 





Remodeling Store 


Los ANGELES, CALIF.—The Westwood 
Hills Boot Shop, which is located in the 
Westwood Village center, is starting on 
a complete refurnishing and redecorat- 
ing job. The program calls for a com- 
plete change in window and interior 
finishes, so that the entire store will 
be brighter and lighter. New lighting 
fixtures are to be installed as well. The 
store will be closed the first week in 
February in order to give the work- 
men complete freedom of action. The 
current sale will reduce the stock to a 
minimum, so when the newly finished 
store opens, it will be with almost a 
new stock, as well as a new appearance. 


The Rhythm Step Shoe will continue to 
be See. as the feature line, says 
Man T. A. Pratt. * 

















THE PART 


to your store or department. 







plete line. 


HOWELL 


ST. CHARLES, ILLINOIS 
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Howell Chromsteel Furniture for shoe stores is 
designed for customer comfort. 
new and shining—adding color and sparkle 


Write for full color catalog showing com- 


MADE. 






It is always 


THAT BUILDS AND 


HOLDS BUSINESS 


that retails at the popular prices the great 


mass of men like to pay for their shoes. Nu-Matic Shoes 
are flexible, 100% nailless, correctly cushion the foot, 
and the Arch-Brace properly supports a weak arch and 
comforts the normal foot. Loyal repeat customers are a 
natural result. Beware of imitations. 


Catalog of men's and women's scientific 
Matics sent on request. 


patented Nu- 
NU-MATIC SHOES ARE UNION 


SALESMEN: CHOICE TERRITORIES OPEN. 


Exelusively manufactured by Rohn Nu-Matie Shoe Mfg. Company, 
512 W. Florida St., Milwaukee, Wis. 








Note the name on the arch-brace, 
visible to your customer’s eye; 
therefore, a helpful selling feature. 











Koki Mu Malic 
CUSHIONED SHOES 


. 








Atlanta Retailers Honor 


L. E. Langston 


ATLANTA, GA—A group of twelve 
shoe store and department managers 
met at the Atlanta Athletic Club on 
Thursday, February 4, at 12:30 to 
honor L. E. Langston, executive vice- 
president and field secretary of the 
National Shoe Retailers Association. 
The meeting was presided over by Oby 
Brewer, Georgia chairman of the as- 
sociation, Mr. Langston gave an ex- 
cellent address on “What the National 
Association has to offer the Shoe Re- 
tailer.” 

Those attending the meeting included 
Frank Gibbs, of Byck’s; Jack Davis, 
of the Davison-Paxon shoe depart- 
ment; Frank Stevens, of Hanan’s; 
Marshall Walker and W. W. Dirkson, 
of the George Muse Clothing Com- 
pany; Mack Sharp and Oscar Thomp- 
son, Jr., of Rich’s, Inc., and Charles 
Yudelson, of the Edwards Shoe Stores. 


To Speed Shoe Production 


CINCINNATI—The Krippendorf-Ditt- 
mann Company of Cincinnati were 
obliged to close their plant on January 
22 until February 4, not because they 
were in the flooded area, but for the 
reason that the utility companies and 
water works plants were put out of 
commission, so there was a lack of 
power and water to operate the fac- 
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Miami, Fla—tThis attractive window display was used recently by Butler’s, Inc., here, 


in their premier display of Summer shoes 


this season. Sandals and sandalized step-ins 


hold the forefront in this. display, and they are attractively shown with various coordi- 
nating accessories. Many pleasing comments were received by the management on this 
showing among which were several from shoe men visiting in the South. 





tory during that two weeks’ period. 

Arrangements are being made to 
speed up production as much as pos- 
sible, and they expect to take the very 
best care possible of their accounts, 
= have placed their business with 
them. 


Twomey in Boston Office 


Boston, Mass. — Jeremiah Twomey, 
head of the hide department of the 
Colonial Tanning Company, is spend- 
ing a week or two at the Boston office 
of the company. 
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Riding Boots 








LARGEST 


BOOT STOCK 
a America : 
For Immediate Delivery 













Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 
= York City 
524 Santa Fe Bidg. 


Dallas, Texas 


oes inte 





























Wholesale Business Good 
Despite Strike 

Detroit, MicH.—Despite the Gen- 
eral Motors strike situation, wholesale 
shoe business in the city experienced 
the best Monday since 1929, according 
to the testimony of wholesalers at the 
Griswold Building this week. Dealers 
from Detroit stores generally reported 
last Saturday’s business as exception- 
ally good, despite cold and _ sleety 
weather—which incidentally built up 
the sale of rubbers and galoshes con- 
siderably. No general reason could be 
assigned for the sudden buying boom, 
which was in direct contrast to reports 
of last week that consumers were stop- 
ping buying because of the strike. Ap- 
parently the public has decided to buy 
such necessities as shoes and be well 
provided before awaiting the economic 
results of the strike, which are ex- 
pected to reduce buying power. . 
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Prices Not Yet at Zenith 


St. Louis, Mo.—Declaring that ris- 
ing retail prices have not reached 
their zenith, W. E. Tarlton, vice- 
president of the Brown Shoe Company, 
speaking before a meeting of Brown 
Store Plan merchants recently, told 
the shoe retailers that prices of many 
raw materials already have touched 
approximately the 1926 level. 

Because leather and hides are war 
materials, he said, war-minded Euro- 
pean nations are conserving them to 
be used in event of war. Sources of 
these materials, used to supplement 
American hides, are virtually closed 
except at prices far above American 
markets, he added. 

“We are definitely in a period of ris- 
ing prices,” the speaker continued. 
“Call it inflation or whatever you 
please, there is little prospect of a 
recession in the upward trend.” 

About 150 retailers from the Middle 
West and Southwest parts of the 
United States were in St. Louis for 
conferences with officials of the Brown 
Shoe Company and the Central Shoe 
Company. 


M. E. Schaeffer Wins Prize 


‘PHILADELPHIA, Pa.— Maurice E. 
Schaeffer, who represents the E. E. 
Taylor Corporation of Brockton, Mass., 
in Pennsylvania, Delaware, Maryland 
and the District of Columbia, was a re- 
cent recipient of a very nice prize given 
him by his company for leading the 
sales force in volume and pairage 
shipped for the year 1936. 

Mr. Schaeffer is doing an excellent 
job on Taylor Made Shoes and he has 
placed this popular line with some of 
the most outstanding retailers in his 
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THE EFFECTS OF 
PERSPIRATION ON 
FOOT HEALTH 


are eliminated by Van Tan Inner- 
soles. Van Tans are porous— 
absorb perspiration—dry out 
quickly—insulate against heat 
and cold. They are imper- 
vious to the destructive effects 
of perspiration, do not crack or 
curl. They maintain the cool, dry, 
non-irritating conditions es- 
séntial to foot health. They are 
indispensable to complete foot 
comfort. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


VANIAN 


the perfect leather innersole 











territory. So far this season his sales 
are exceeding, by a substantial margin, 
those for the same period last year and 
he hopes to finish number one man 
again in 1937. 





Modern Shoe Department in New Store 





Asheville, N. C—Bon Marche, Inc., a store of nearly fifty years’ standing in this 
has recently moved into its new and modern home on Haywood Street, here. 


+ Fs 
2. 


city, 


'$ are open, occu 


ing the 
several advantageous spots in the department. The fitting chairs ns pA 
{ the modern chrome steel sort, upholstered in cream leather. 





























DR. VOSBURG’S 
Featherlite 


ARCH SUPPORTS 





NOT A GLUE-IN PAD 
BUT A_ REAL 


ARCH SUP- 
PORT 






Style 685—COMBINA- 
TION “ 


$6.00 per dozen pairs. 
RETAIL $1.00. 


@ CUSHIONED HEEL, LONGI- 
TUDINAL ARCH, AND META- 
TARSAL ARCH IN LIVE 
SPONGE RUBBER 


WASHABLE TOP 

NON-SLIP BOTTOM 
GUARANTEED WEAR 
SALESMAN'S "P.M." 


Write Today For Sample Pair 





VOSBURG . 
Foot Appliance Laboratory 


AUSTIN, TEXAS 
Also Manufacturers Of 


Sponge Rubber Metatarsal Buttons 


Heal Pads 
Longitudinal Arch Pads and Other 
Shoe Accessories 
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Wolff-Tober in New 
Showroom 


New YorkK—The Wolff-Tober Shoe 
Mfg. Company of St. Louis, Mo., has 
moved their New York salesroom to 
room 607 in the Marbridge Building, 
47 West 34th Street. 

The new salesroom is done in the 
modern manner with indirect lighting 
ably illuminating the interior and set- 
ting off the walnut showcases and 
other furniture to their best advan- 
tage. The whole room is a fine ex- 
ample of the modern business place 
of today. 

William Bressler is the New York 





representative of the Wolff-Tober 
Shoe Mfg. Co. 
Sunday Shoe Selling Proposed 


SEATTLE, WASH.—The sale of shoes 
and footwear of all sorts would be 
permitted ‘on Sunday if a bill spon- 
sored by a Seattle Senator in the 
state legislature, recently opened, 
passes. A bill prepared by State Sen- 
ator Charles H. Todd of Seattle would 
repeal the Sunday closing law of 1909, 
which among other things, specifically 
prohibits the sale of footwear and 
clothing on Sundays. Many persons 
believe that the present Sunday closing 
law should be repealed—so the bill 
was introduced this week, and is now 
going through the legislative hopper. 
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L. Yoskin Joins Forest 
Park Sales Staff 


St. Louis, Mo.—Lewis Yoskin re- 
cently joined the sales force of the 
Forest Park Shoe Company of Saint 
Louis. Roy Harsten, sales manager at 
Forest Park, states that Mr. Yoskin 
is covering Pennsylvania, western New 
York and New England; and is doing 
a splendid job. Mr. Yoskin began his 





LEWIS YOSKIN 


career under his brother, Maurice Yos- 
kin, buyer at Famous-Barr, Saint 
Louis, while the latter was with 
Geutings at Philadelphia. Later, he 
(Lewis) traveled Pennsylvania for 
Lape & Adler; and for the past three 
years, he has represented Menihan in 
the East. 

Mr. Yoskin is showing his line this 
week at the Ben Franklin Hotel at 
Philadelphia in cooperation with the 
Middle Atlantic States Convention. 

Roy Harsten also announces the ad- 
dition of C. “Hank” Nylander to the 
Forest Park sales force. Mr. Nylander 
will cover Missouri, Kansas, Nebraska, 
Iowa, Minnesota, North and South 
Dakota. He was formerly with the 
Florsheim Shoe Company. 





Many Styles Shown at 
Michigan Show 


GRAND Rapips, MicH.—A wide range 
in footwear was displayed at the 
fourth annual West Michigan Shoe 
show here Monday and Tuesday, Feb- 
ruary 1 and 2. The show was spon- 
sored by the Michigan Shoe Exhibi- 
tors Association and the Kent County 
Retail Shoe Dealers. 

Approximately 600 retail shoe deal- 
ers and exhibitors attended the affair, 
the program of which included a style 
show and entertainment. followed by 
a cabaret party and dance. 
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intelligent handling and 
' prompt pick-up and de- 


livery. You're set for a fast- 
moving shipping season. At 
low, economical cost. Air ex- 
press for super-speed. For ser- 
vice, phone the nearest office of 


RAILWAY 
EXPRESS 


AGENCY, INC. 
NATION-WIDE RAIL-AIR SERVICE 
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Dancing and Bowling Shoes 


taal 




















BUYA ware a KNOWN 
me czars line a bowling = 
Write for price list 
ROVICK ee. SHOE CO. 


Chieage, tit. 








325 W. Madison St. 
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Men's Shoes 
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“HIGHEST GRADE ONLY" 


EAST WEYMOUTH. MASS., U.S.A. 














Gardner Store Burned 


WALLA WALLA, WaAsH.—Gardner’s 
Department store and large shoe out- 
let of this city was forced to close 
recently on account of a disastrous 
fire which broke out in the basement 
boiler room. Origin of this blaze is 
not known. Ward Gardner, president 
of the store, was away in the East 
on a buying expedition at the time 
of the conflagration. This is the sec- 
ond large fire in the history of the 
Walla Walla store and its predeces- 
sor in 76 years. A $75,000 fire oc- 
curred in October, 1923. 


On West Indies Cruise 

Burorp, GA—Bona Allen, Jr., of 
the Bona Allen shoe manufacturing 
company, is on a two months’ cruise 
through the West Indies. He sailed 
from Savannah recently on the yacht 
Louise Jane, picking up friends in 
Miami, Fla., for the cruise. ~“- 
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Heads New Brown Company 


Department 

PorTLAND, Mze.—H. P. Carruth, gen- 
eral manager of the Brown Company, 
Portland, has announced the appoint- 
ment of Gordon Cameron as director 
of the recently-formed Special Prod- 
ucts Department. This department has 





GORDON CAMERON 


been organized as an important part 
of the Brown Company’s extensive new 
promotion program covering its many 
diversified products. 

Mr. Cameron will direct sales, ser- 
vice and merchandising for this new 
division of the Brown Company. Plans 
are under way for aggressive adver- 
tising and merchandising campaigns, 
details of which will shortly be an- 
nounced to the trade. 

Before joining the Brown Company, 
Mr. Cameron was sales manager for 
two important divisions of the Hook- 
less Fastener Company, manufactur- 
ers of Talon Slide Fasteners. 





New Health Shoe Store 
Opened 


PoRTLAND, Ore.—Designed for the 
sale of health shoes and more accurate 
and comfortable foot fitting, Dr. Cap- 
per’s Foot Comfort Service has been 
opened in the store at 809 Southwest 
Broadway. Dr. George I. Capper has 
established this new shoe store and 
foot comfort station with two other 
services allied with shoe selling; pro- 


viding professional chiropody service, | 


and offering modern scientific appli- 
ances for foot correction. Dr. Capper 
has had considerable experience in 
foot work, both in the East and also 
in a large department store of this 
ett. In his modernly equipped store 
headquarters he has associated 
with him in this new field Dr. H. El- 
more Cartwright. 
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Announcement 
By the 
American 
Oak Leather 
Company 


In order to correct false re- 
ports about flood conditions, the 
American Oak Leather Company 
of Cincinnati, Ohio, wishes to 
state that while portions of the 
plants of the company at Cincin- 
nati'and Louisville were in the 
flood area, there was no damage 
to buildings and damage to 
leather is believed to be small. 


Vats were covered with boards 
and tarpaulin nailed down and 
held in place with sand bags 
protecting hides in process. 


Most of the green hides were 
moved to safe levels, and with 
the exception of some finished 
leather in shipping wareroom all 
leather escaped high water, and 
we expect to start finishing 
within two weeks. 


Our branch houses at Chi- 
cago, Boston, and St. Louis 
were, of course, not affected by 
the flood. 








ELAM'S 


PRE-WELTS 





1-5 
Unlined T strap 


440—Patent Leather 
442—White Elk 


Why not stock a line of 
children's shoes that sell big 
all year around? And brings 
ens kind of profits you've 

looking for. Give your- 
self the business you want— 
aa Elam's. 
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COMMERCIAL FACTORS CORPORATION 
TWO PARK AVENUE, NEW YORE 


If you are in need of additional 
working capital, why not 
put the idle money in your 
accounts receivable to work... 
through commercial factoring. 


COMMERCIAL 
FACTORING 











Maximum Value and Service 


day. If there will be too many abuses 
of the present system the urge for the 
six-hour day will be hastened. 

“The shoe manufacturing industry is 
a virile, living organism in our na- 
tional industrial life. It has an honor- 
able tradition behind it and construc- 
tive precepts before it. It must follow 
the precepts of intelligent and construc- 
tive management and fulfill its obliga- 
tions to the general social order. Wages 
have been raised, working hours low- 
ered and living standards have greatly 
advanced. This has been made possible 
by improved methods in manufactur- 
ing, in agriculture and in the service 
industries. This improvement should 
continue under the American system 
of free enterprise. Wage and hour 
changes will be made as the improved 
production methods made them pos- 
sible. With these policies honestly and 
properly administered, employer and 
labor relations should be peaceful, and 
harmony and success should go hand 
in hand. 

“As one of the officers of the Na- 
tional Boot and Shoe Manufacturers 
Association I bring you the greetings 
of our National Association. It has 
been my privilege and my pleasure 
to be directly and indirectly connected 
with the National Boot and Shoe Man- 
ufacturers Association for many years, 
in fact, almost from its very beginning. 
John Hanan of the Hanan Shoe Com- 
pany was its first president. He was 
succeeded by A. S. Kreider with whom 
I was associated at that time, and 
through my attendance at the annual 
conventions and my contact with Mr. 
Kreider I had intimate knowledge of 
the work of the association and the 
results it accomplished. 

“The Board of Directors is truly rep- 
resentative of our industry, geograph- 
ically and also from the standpoint of 
grades and kind of shoes produced. It 
also represents some of the largest, as 
well as many of the smaller manufac- 
turers. Members of the association 
have equal rights and privileges, re- 
gardless of the size of the corporation. 





[CONTINUED FROM PAGE 28] 


Many of the members representing the 
largest corporation are very fair, 
broadminded and considerate for the 
smaller corporations. The chief objec- 
tive is to do that which serves the 
best interests of the shoe industry in 
its entirety. 

Frederick A. Miller, President of 
the H. C. Godman Company, Chairman 
of the Board of our National Associa- 
tion, has devoted a great deal of time 
and energy to association matters. He 
is a forceful executive and possesses 
a great deal of diplomacy. He is doing 
a good job and deserves the support 
and the encouragement of all members 
of the industry. 

“J. O. Ball, formerly Executive Vice- 
President, recently advanced to Presi- 
dent, has been with the association for 
about ten years and has proven himself 
very capable and efficient. He is a 
patent attorney and is entirely familiar 
with organization work. During our 
experience with the N.R.A. his knowl- 
edge and experience was Very val- 
uable and helpful. 

“Miss Ruth S. Freeman, the secre- 
tary, has been with the association for 
a number of years. She is capable 
and takes a great deal of interest in 
her work; is courteous and will be 
only too glad to render any service 
she can to our membership. 

“Many of you are familiar with the 
service available to our membership. 
The Association Bulletin contains in- 
formation on Legal, Legislative, Tariff 
and Tax matters; wage, hour and em- 
ployment statistics, etc. 

“The Credit Department is a co- 
operative effort on the part of a very 
large majority of the credit managers 
of our member companies to conduct 
a Bulletin which might well be de- 
scribed as exclusively of, by and for 
our credit men. It has proven very 
helpful not only from a credit stand- 
point, but also to pass on information 
on trade abuses, such as returning 
merchandise without valid reasons and 
making unjust claims, etc. Every shoe 





in Shoes 


manufacturer has use for this service 
and should not be without it. 

“No one except those who came in 
direct contact with the Government 
representatives fully realizes and ap- 
preciates what the National Boot and | 
Shoe Manufacturers Association did 
for our industry during the formative 
period of the N.R.A. and also during 
the period that the industry operated 
under code regulations. It was the 
strong organization of our industry 
that was recognized by the Federal 
Government that granted it authority 
to form its own Planning and Fair 
Practice Committee to administer the 
code. This was done at a minimum of 
the cost and annoyance to the industry. 

“I have brought these matters to 
your attention to show you that our 
National Association has in the past 
and is now rendering a service to the 
shoe industry that can be done only 
by close cooperative effort. Every shoe 
manufacturer in the country has bene- 
fited either directly or indirectly by 
the work of the association, and every 
manufacturer should be or become a 
member and should cooperate to bring 
the shoe industry of the country to 
the highest industrial and economic 
standard. 

“If there are any manufacturers 
present who are not now members of 
the National Boot and Shoe Manu- 
facturers Association we extend to you 
an invitation to apply for membership. 
I predict that before the end of the 
year many difficult problems will again 
be before our industry. Wages and 
hours will again come before us. We 
will need your cooperation. You will 
need our help. 

“One of the latest and most recent 
accomplishments of the boot and Shoe 
industry was the getting together of 
the retailers and manufacturers, The 
National Shoe Fairs and the Con- 
ventions held in January, 1935 and 
1936 were a big success. For almost 

[TURN TO PAGE 72, PLEASE] 
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The backgrounds of both ticket 
and card are shell pink, with a 


colorful tulip design in deep 

















THE TICKET 
v2 
SPRING 


and 
EASTER 


TT 
AN] 


lavender and green. 























CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 





DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. 


tickets available. 


Samples of in-stock 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 


100 tickets, $3.00-—200, $5.00 


4 CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 


Pou Cup 








Polly Clips 
for Price Tickets—Adjusteble— 
Tilt at any angle. 
i] 


Polly Shoe Holder 
ie display arch, branded, and 


bre-sole shoes. jays re- 
mains in upright position. 


for shoe cartons. C li 
included: ees 


























eseeenee 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 










12 dozen (printed or blank). ..... $2.00 

oe ey fe 1.10 

es ™ fe: vwaltrecs 0.25 
SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5.00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


XCLUSIVE FRANCHISE with annual card service to one merchant in an 


average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


€XCHANGE OF CARDS: Annual card service subscribers may exchange any 
ecards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the cyrrent month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 

















@ERVICE | MONTHLY | CARDS | HOLDERS | Wont. 
Ne. | $5.00 12 6 100 
Ne. 2 4.00 7 4 100 
Ne. 3 3.00 6 2 50 
Ne. 4 2.28 4 2 50 























FOR ITSELF - 


haf? 
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IN 
INCREASED BUSINESS 


/Macl Coupor oro! 








“R”: Pale yel- “Q”: White “Pp”: White 

a — low board. De- board; design board. Design 
By oH _ sign in me- in two shades in turquoise 
8 dium blue. of green. blue and rose 


Size: 1/2” x 234”—Prices on opposite page. 
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SERVICE 


CARD 


ANNUAL SHO W 
For this service we will pay We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


FOR 


(Cross out 


MERCHANTS 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 
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If for any unforeseen reason 
we wish to discontinue ser- 


vice before expiration of or- 


STREET 


for 


additional 
each month’s service deliv- 


der, we agree to pay $1.00 
month 


per 


ered, and agree to return the 


"ait 
COON 


209 S:‘STATE ST: 


DTD ————— STATE SSS 


card holders. 


SERVICE DEPARTMENT 


CHICAGO:ILL: 





v0 Gnest, with order, please, usiess C.0.D. preterres 


COUPO 


Please enter our order for the 


: -“e ot 
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of eo _ a3 
ad 
e4%7>5™~ 
Sr ft so 
a) °3 6 
Zw2"es 
= os 
ane Sil. 
aee*-s 
= + eo :? 
a= € bd 
” 3 ro) s 
i o 
ss ¢ / 
eis e : 
DEE . 
& @S3 .« 
SREB 
© 0 o 
e28s32 


the first month’s service), 


: coe COPGS, ANG ....000. 
blank tickets each month, 


- IMPRINTED 


OR 


TICKETS, at 35¢ per fifty, 


additional. 
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1937 


— ssifedl and Naud Af’ 





SALESMAN WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 





oe live wire, with following for New 

Jersey, Pennsylvania. Fast- selling popular 

line infants’, children’s, misses’, growing girls’ 

Commission. ay | full particulars. Ad- 

dress F-241, care Boot Pp ae ren 239 
West 39th Street, New York, N 


~ ALESMAN with catablished ie in 
Middle West and conte to carry line of foot 
ay specialties on commis- 

~ Vosburg Foot ‘Aestienee Laboratory, 
Austin, Texas. 


ca WANTED — Estab- 
spat manufacturer has good terri- 
eles open. Complete line, easily and quickly 
presented. Liberal commission—retail, ‘Refer. 
= 








ment store and wholesale price “oe 
ences. Address F-244, care Boot 
corder, 209 So. State St., Chicago, inde” 


LINE WANTED 


CHIL -DREN’S PREWELTS for Metropolitan 
New York and Newark. Commission. Ad- 
dress F-243, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 
A MAN of 2 nye: » reputation and experience 
selling shoes to best accounts in greater part 
of United States wants lines of men’s, women’s 
and children’s that are priced right for New 
York metropolitan area. Commission basis. Ad- 
dress F-242, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. 
NEW YORK or Massachusetts tat line 
women’s novelty shoes and sandals, retail 
$3.00. Carolinas. Commission. Salesman, 611 
Montlien Ave., High Point, N. C. 


SHOE CLEANERS 























ADVERTISE Your OWN SHOE POLISH 
MINIMUM QUANTITY 3 DOZ. BEARING 


“YOUR OWN LABEL” 
$1.50 per dozen Finest Quality Made 
Sample Gladly Submitted 
D. PARKE, 2021 Church Ave., Bklyn, N.Y. 














WANTED TO PURCHASE 


WANT X-RAY MACHINE for shoe store. 
Will pa * meg 1546 N. Illinois St., In- 
dianapolis, Ind 





MANAGER, buyer, ten years’ 


in 
popular priced women’s —- oy present 


a mana; ie ‘sat = store voles of 
$130,000, ithe individually 

jiable ion con F-234, care Boot 
Shoe Recorder 239 West 39th Street, New 
York, N. 


MANAGER-salesman—many_ years experience 
in retail shoe stores desires connection in 
Metropolitan New York. Knows shoes, fitting, 
stock control and all details pertaining to re- 
tail selling. Address F-235, care Boot & Shoe 
Recssder, 239 West 29th ‘Street, New York, 











E'New York retail oe a associated with 

stores in capacity of 

sales, stock control for 20 Laman wishes pa = oa 
ew York City. Address F-236, care Boot 

Hy Shoe Recorder, 239 West 39th Street, New 

York, N. Y. 





FOR SALE 


| AM IN TROUBLE 


Have fo sell store and move 
on account of my health 


Established corrective 
shoe store featuring 
“Conformal” shoes. Not 
one shoe in stock over 
six months. Good loca- 
tion—low rent—mailing 
list—card index of cus- 
tomers—X-ray machine 
—new fixtures. Located 
in middle western city of 
about a million popula- 
tion. Write at once— 
make offer—must have 
immediate action. F 240, 
Boot & Shoe Recorder, 
1627 Locust St., St. 
Louis, Mo. 














WANTED quantity full composition tubber 
soles at a price for institutional shoe repair- 
Address F-246, care Boot & 


ing. Pay cash. 
& Chestnut Sts., Phila., 


Shoe Recorder, 56th & 
Pa. 





FOR SALE 


O LD established shoe store. Central Penna. 
100% location. Can be bought with or without 

stock. Reasons for selling. Address F-245, care 

Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Holly Gives Wage Increase 


Co. has announced a five per cent 
wage increase, effective immediately, 
for its 250 piece-work employees. The 
Holly Company distributed a $10,000 
bonus among its 300-odd employees just 
before Christmas. 





LITTLETON, N. H.—The Holly Shoe 











$1.65 per 
. POLLINGER CO. 
CANADIAN DISTRIBUTOR 
- BRADKIN & C 














VAMP sre and LENGTHENER 


caete be in shee store. Relleves and permanently 
hom tin Lenohoons too short my -t ‘and st 

Eat a ede 
$5.00 COMPLETE we hae 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louis 








Herbert Lehmann Goes Abroad 

New YorK— Herbert Lehmann of 
Herbert Lehmann, Inc., shoe fabric 
manufacturers, sailed for Europe re- 
cently on the S.S. Champlain and will 
make a tour of fabric sources and shoe 
factories in European countries. He 
will return soon after March 1. 

Mr. Lehmann is the originator of 
“Honeycomb,” a fabric that is very 
popular this season. 





mum charge, 7 
address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all es he advertisements. Ee 
5 cents, For all other classified advertisements the rate is 7 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eg 


cents per word. 


Minimum charge, $1.25 
In all other cases each word of the 


























BOOT AND SHOE RECORDER, 


Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, IIl. 


February 





13, 1937 
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WANTED TO PURCHASE 





BUSINESS OPPORTUNITY 











Buyers of Surplus Stocks 


We will ti 
wm bey survinn, @ cative siuahe of chess 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. . 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 


Walk-Over, Florsheim, Enna- ee. Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 
IRVIN RUBIN 
“The House of Jobs’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















Opens Two Southern Shops 


Miami BEACH, Fta—Harold_ S. 
Schwartz, president of Berkeley’s Shoe 
Shops, announces the opening of two 
new shops in Florida; one in Miami 
Beach and the other in Miami, making 
a total of five stores owned by Mr. 
Schwartz. 

The new store in Miami Beach is 
a typical beach shop. The walls are of 
peach, trimmed with gray. The floor 
is covered with a raspberry-colored rug 
which sets off the chromium fitting 
chairs and stools, upholstered with 
ivory colored covering. All stock is 
carried at the rear of this new shop. 

The windows create a novel effect; 
one window having a boardwalk on 
which is displayed sport shoes and san- 
dals. The other window has a grass 
floor covering on which is based a dis- 
play of golf shoes and others for town 
and country wear. Hand-painted back- 
grounds show scenes of the South. 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











MERCHANTS’ NEEDS 








$4.00 
wm — Poury Cup 
$2.25 





Tiits at Any Angle 


M. D. Pollinger Co. 
HOLLAND BLDG. 
8T. Louis Mo. 














Stewart Leaves Tacoma 


TacoMA, WASH.—Iral Stewart, head 
of Stewart’s Orthopedic Shoe Store at 
754 St. Helen’s Avenue, this city, a 
pioneer shoe merchant, especially in 
the retailing of comfort footwear in 
this city and vicinity, has announced 
recently that he has severed his con- 
nection with the Stewart store, and is 
leaving the city. He has another store 
in Portland, Ore., to which he will 
confine his attentions as soon as he 
terminates his affairs in Tacoma. 


S. & S. Shoe Stores Growing 


Los ANGELES, CALIF.—B. Sitzman, 
proprietor of the S. & S. Shoe Stores, 
has opened his newest branch at 4645 
Whittier Boulevard, this city. This 
makes the fourth in his growing group 
of shoe stores to be opened during the 
past few months. C. Strahl is the 
manager of the new store. 





INTERCHANGEABLE Metal 
V2" high. 


Figures 
For Pricing Merchandise. 
Used by Leading Shoe Stores 


SET: $8.50 for satin finish (dull) 
$10.50 for chromium finish (bright) 


by numerals—20 dollar signs, 20 periods, and 
20 bases in a set. When ordering, mention the 
prices you display—assortment made accordingly. 
Also plate glass mirror signs, blue 
or black, with white catalin letters 
COMBINATION PRODUCTS Pe 
64-74 West 23rd St. New York, N. Y. 




















FIT SHOES 
SCIENTIFICALLY 
YOU'LL 
INCREASE 
YOUR 
SALES 





THE BRANNOCK DEVICE 


Builds Sales - Saves Time - Simple - Accurate 
Arch Length - Toe Length - Width - ALL at enee. 


Our cost of adjustments owing to mis- 
fits hhas been reduced materially and we feel that 
& percentage of credit is due the Brannock De- 
vice.’’ R. H. Fyfe & Company. 
Hundreds of dealers are increasing sales and build- 
us a reputation for expert fitting with the 


"Write for Deseriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 


THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 


T. E. Mulvey Resigns 


SPRINGFIELD, Mass. — Thomas E. 
Mulvey, formerly shoe buyer for Al- 
bert E. Steiger, Inc., this city, has 
resigned as buyer for Brown-Thomp- 
son’s, Hartford. Mr. Mulvey has made 
no future plans. 
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When Accessories Get 
Together 


[CONTINUED FROM PAGE 27] 


match those on neckwear. Colors bold- 
er and brighter than ever. 


FLOWERS: 


Big splashy costume flowers or very 
unusual suit lapel and small bouton- 
nieres of odd blooms, such as clover, 
mimosa, anemones, fruits and berries. 


JEWELRY: 


Pearls, big and little, again. New 
in black, pastel color or combined with 
colored strands of beads. Suit jewelry, 
fobs, watch chains, watches, twin clips, 
jewel flowers. With low cut neckline 
on many Spring dresses indicated re- 
vival of necklaces; short sleeves give 
importance to bracelets. 


HOSIERY: 


Lighter, softer coppery colors volume 
sellers for Spring. Good with black, 
blue, gray and tan shoes. Clear beige 
and light nude shades take first place 
for high fashion, smartly worn with 
black, blue, beige, novelty colors such 
as Carnelian or the Coronation shades. 





Los Angeles Spring Trends 


Los ANGELES, CALIF. — “Perennial 
Patent in Shinning New Successes” is 
the caption of a window of patent 
leather shoes in The Broadway de- 
partment store. Buyer V. M. Curtiss 
reports a fine response to this promo- 
tion. This material during January 
and early February was exceptionally 
good, especially the open-toe patterns. 
An open-toe strap sandal was cleaned 
out early in January, even though it 
was picked as a good seller when orig- 
inally purchased. A companion shoe, 
also in patent, an oxford with open 
toe and open shank is being freely 
picked up by the Broadway’s patrons. 
Gabardine, trimmed with self-colored 
patent, in black, blue, brown and 


Venitian Tan is showing real action. 


A suede lattice front effect, a high 
step-in, having a side goring devel- 
oped in Venitian Tan, white, blue, 
gray and black suede, is selling well. 
Punched shoes are showing more ac- 
tivity than they ever have so early 
in the Spring season. 





Maximum Value and 
Service in Shoes 


[CONTINUED FROM PAGE 67] 


ten years I have quietly worked be- 
hind the scenes to get the retailers 
and the manufacturers together. There 
is no reason why we should be antago- 
nistic. Business is hard enough when 
there is harmony. I am glad we are 
together. I consider it one of the 


major accomplishments of the two or- 
ganizations.” 
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BOOTS AND SHOES 
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A Buying (uid 


BROOKS SHOE MFG. CO., Philadeiphia, Pa... 2... 2.06. cece cette eee eee 62 
Srey ee Gree onret, St. Louis, Mo... 2.0.0. ccc cece ccceesescaece cw 53 
CAMBRIDGE RUBBER CO., Cambridge; Mass............... 0.0 cece eee eens Back Cover 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass........5.... 00... c cece eee eee eee 66 
ene: POOW: VOR HY... 6 cian ce tcc ccesaneccwecnepscncesneete 64 
COMMELL, J, M., SHIOE CO.., S. Brointree, Mass... ei ccc ces eee 64 
CUI MC PCN VG... cic ck see ci ences scnsvedersebcneges 45 
ey Wey ha Se CNNNOE OO. oS i Es ia a5 ae eta 66 
ENDICOTT-JOHNSON CORP., Endicott, N. Y............ ccc cece ce cee cee eetteeeeee 4,5 
PURINES SOC IE ot, GIGIT, UIE... ccc te ccc cece cnc nccccvcvtvcccdepeuee 10 
GREEN, DANIEL, CO., Dolgeville, N. Y...... 00.0... cece cece cee cece ceenes 2nd Cover 
HANNAHSONS SHOE CO., Haverhill, Mass... 0.0.0.2... ec ec eee ce eee eeee 43 
HOOD RUBBER COMPANY, INC., Watertown, Mass... ..........0.0ccceceeceeeeees 35 
JARMAN SHOE COMPANY, Nashville, Tenn........0.0 000. cece cc cee eee cece eee 33 
KEITH, GEOnG@e &. OO. Brockton, Mass.: 2. os sii cee edb coed dbs oo deser’ 41 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................... 7 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.............. 000 cee cee eeeueees 62 
en eevee Be, Oe, CIN, WE... 5c eel cee ek eee Fass 51 
ROBERTS, JOHNSON & RAND, St. Louis, Mo... 0.0... ce ccc ccc ce eee cee eees 29 
ROMN Sricee Mirus re, Milwaukes, Wis... 2.25 nce cc cc ce erect eccwevtee 63 
ROVICK THEATRICAL SHOE CO., Chicago, Ill... 6.00. ccc cece ces ee ncevccsces 66 
et ig OI RET Ie a oo bin oa och acein.n 5 n.d 0:0. 010 oto 'o.c Wine o's.cla sip ooaaade 62 
SCHWARIZ.& HERDER, INC., Philadelphia, Pa... 00.0... cc ccc cece cv enswes 62 
WEYENBERG SHOE MFG. CO., Milwaukee, Wis...........00.0000. 0c ccc cece eee eee 23 
LEATHER AND OTHER MATERIALS 
ALLIED KID—QUAKER CITY DIV., Philadelphia, Pa.. Sees Dias ose ee 
AMERICAN OAK LEATHER CO., ‘Cincinneti, NS es gee Gees Stew cae Wh hke om eben 66 
COLONIAL TANNING CO., Boston, NR yea sae: 576 45 RET Oe ube OREO 6 
Ee: I Os ON I nck o osecie s cle ods evee prs coy vids woe 60 
eves a ee I POE VPN GIG oa ce ec ce cvinnvbctnesccsemenveuwey 2, 3 
LIMA CORD SOLE & HEEL CO., Lima, Ohio. . ae ee 
NORTHWESTERN LEATHER CO. TRUST, Boston, Mess... be cass Misia doe stake Fe a 50 
PAST Hee GO, Clbties, Moss... 0. ooo. eet ee eee eee oe 61 
RICHARD YOUNG CO., tS a a rs tsb GT iy PES tock hice. Bate 38 
cs ecco nss ccccepetsbinemetavaderedien 37 
SURPASS CeAreen CO. Piiiladeiphia, Pa... 6... ccc cc cc ccc cc en ee sec ecves 38, 58 
UNITED STATES LEATHER COMPANY .................. 00. ccc ccc ccc cece ee ees 54 
UNITED STATES RUBBER PRODUCTS, INC., New York City............0..00 0000000 47 
VAN TASSeL LEATHER CO. Norwich, Conn..... 0.0... .0 cc cccccovcccccecceccsves 64 
UT I Ue Gs OTT, WHERE. on ceca coc b wilecnccoecuedece lines 38 
STORE EQUIPMENT AND ACCESSORIES 
ADRIAN X-RAY SHOE FITTER, Milwaukee, Wis..... 0.000.000 0c ccc ccc ccc ce cae 46 
Seren eee toes, SvCOCING, NAY... ec wc ep ameenwtbebeesess 71 
COMBINATION PRODUCTS CO., New York ae: Her abale 2s cna winp btn Shere ema eaten 71 
HOWELL CO., St. Charles, Iil.................. Filey ¥ou eG eat Oe Coe A Gee ek oe 63 
NU-WAY SHOE STRETCHER CO., St. Louis, Mo.. 70 
PITTSBURGH PLATE GLASS CO., ae SIRES SRR as as Sn ee he 8 
POLLINGER, M. D., CO.., St. Louis, Mo.. 5% .70, 71 
SCHOLL MFG. CO., INC., DIR Sc ric Sh cat Cour) oy ieiyS cr. se oui ees 25 
SCOTT FOOT APPLIANCE CO., Omaha, Neb.. 55 
SECURITY SHOE FINDINGS MFG. CO.. Chicago, Wh. a sgvecWais Sinn ais Om xis a ae 66 
VOSBURG FOOT APPLIANCE LABORATORIES, Austin, Texes. Re 
Pa SP SEs OU BOI 925 ssc PEK oo cies vida Voie aeudieebboedy, 52 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
BUNNY PRODUCTS CO., INC., Port Huron, Mich.........0..0.0.. 00 ccc cece eens 42 
COMPO SHOE MACHINERY CORP., Boston, Mass...............00.. 000 ccc cece ee 1 
WA, Pee Wien Pen GO, Boston, Massie eee ce wcee paces 39, 40 
UNITED LAST CO., Boston, Mass....................... Se ee. Boe eae 
UNITED SHOE MACHINERY CORP., Boston, Mass..............................34, 49 
VULCAN CORPORATION, Portsmouth, Ohio.........0.. 0.000 c cece ec eee ee Front Cover 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City.. 71 
COMMERCIAL FACTORS CORPORATION, ‘New York City... ics s witeath vas sae 
PR I CMG, NG. iis oo kc eicc ds hon omieiess od vb ewsccoeess ietithe Hoon 71 
I ts phe iis Lh Rw hx Bes keene 7! 
KIRSCH-BLACHER CO., INC., New York City............. 71 
Rene ee Mr I, FO esc recs cele, we veerecewe acca 65 
STEPHENSON LABORATORY, Boston, Mass........................ 71 
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@ Lead the Spring Parade by capitalizing 
fully on Vitality’s Spring Promotional 
Plans. Unusual advertisements appear- 
ing in important national magazines 
reach out into millions of American 
homes. A careful tie-in with this spe- 
cial promotion will repay your efforts. 
Write for special broadside outlining 
promotional plans. 





On this page we reproduce a Vitality advertise- 
ment that appears in four colors, full page size in 
the March issue of the Ladies’ Home Journal. 
The same ad in black and white appears in the 
February 15 issue of Vogue and the March issue 
- = of Good Housekeeping. In connection with 
‘ these special ads, Vitality offers a large repro- 
duction of the color page for window display 


Vi 


WOMEN’S MEN’S 
AAAAA to EEE # Sizes 2to 11 AAAtoG « Sizes 4 to 14 
$6.75, a few styles $6.00 $5, $6, $6.75 








VITALITY GROWING GIRLS’ 
VITAPOISE 


AND 





THRIFT GRADE 
FEATURE SHOES FOR CHILDREN $3.00 TO $5.50, 






purposes and attractively designed feature fold- 
ers. Mats for newspaper advertisements, simu- 
lating the design, are available to be used 
during the period while the magazine adver- 
tisements are effective. Here is the opportunity 
for a real point-of-sale promotion. 


VITALITY SHOE CO..- ST. LOUIS, MO. 


Branch of International Shoe Company 


ITY 





BOYS’ CHILDREN’S 
AtoE « Sizes 1to6 Complete am and sizes 
. t 
$4 and $4.50 Priced ponte Sas to size 


SHOES FOR WOMEN 





$5.00 
PRICED ACCORDING TO SIZE 
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Plus Features mean Plus P rofits in 


Goodrich Sandals 


OODRICH Sandals—a typical example of the 
Goodrich way of providing added features of style, 
comfort and economy, to increase your sales and profits! 
Goodrich designs these sandals from the latest, most 
authoritative forecasts on the trends in color and style, 
so as to meet consumer demand satisfactorily. Comfort- 
able and flexible, better fitting, more colorful, Goodrich 
Sandals are full of eye- and sales-appeal. Many are made 
of BUX fabric—suede finish. All are color-fast and 
washable. 
These new Goodrich Sandals in smart styles and gay 
colors are made in a large variety of models, from which 
you can select the numbers to build a profitable sandal 
business in 1937. 




























| 


ANSWER EVERY 
COMPLETE LINE TO 
" CUSTOMER'S DEMAND 


nvas sport 
Ca 











of rubber 
cloth. 





Hear 7 or all 





-weight 
I ight cabbers. 











B. F. GOODRICH COMPANY 
Footwear Division Watertown, Mass. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; 
Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif; Minneapolis, Minn.; New Orleans, La.; New York, N. Y.; Phidadelphia, 
Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 





When writing advertisers please mention Boot and Shoe Recorder 
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In ski boots, too, the rugged dependability of Spaulding Counters makes them better shoes. 


Spaulding Counters are made from long-fibre hemp and flax . . . the strongest material pos- 
sible. Then they are shaped to fit individual lasts, rights and lefts. This ensures perfect fit 
and real toughness even in such a grueling sport as skiing. The constant shifting of weight, 
the pounding from uneven snow-packed ground, demand the toughness of Spaulding 
Counters. Spaulding Counters are the perfect solution 


for trim shanks and fine fitting shoes of any kind or type. 


Their strength keeps the backseams straight and their fit gives SPAULDIN GY 


: Count ers 
wearers the comfortable feeling of perfectly fitting shoes. “Made lm North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 
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—And that's the reason that these smart dress shoes are always 
such good sellers to men. They're smart when worn to business, and 
they're equally correct for all informal social occasions. 

Every man must have at least one pair of this type of shoe for 
general wear and he'll be well satisfied with the style, variety, fit 
and popular price of this Endicott Johnson line. 

—And these shoes are in demand the year ‘round too, a fea- 
ture which makes them a consistently profitable line to handle. 


Order them today from In-Stock! 


8057—Black Calfskin Bal, Oak 
Sole, 9/8 Leather Heel, 
Goodyear Welt. Sizes 
6/11, Widths C, D......$2.75 


8056—Same in Brown Calfskin. 


8029—Black Calfskin Bal, Oak 
Sole, Rubber Heel, Good- 
year Welt. Sizes 5/12, 

Widths B, C, D......... 2.75 


8028—Same in Brown Calfskin. 





DICOTT, NY 


8104—Black Calfskin Bal, Oak 
Sole, 9/8 Leather Heel, 
Goodyear Welt. Sizes 


ANY PLACE, ANY TIME, ENDICOTT-JOHNSON 
DRESS SHOES FOR MEN ARE CORRECT.... 


5/11, Widths B, C, D.... $2.75 


7852—Black Calfskin Bal, Oak 
Sole, Rubber Heel, Good- 
year Welt. Sizes 6/12, 
WW oa cee baeer 


7818—Black Kangaroo Blucher, 
Oak Sole, Rubber Heel, 
Goodyear Welt.” Sizes 
5/12, Widths D, E...... 


7857—Black Calfskin Blucher, 
Oak Sole, Rubber Heel, 
Goodyear Welt. Sizes 
5/12, Widths A, B, C, D.. 






ST. LOUIS, MO. 
NEW YORK CITY 


. 2.75 


2.75 


2.75 


IN STOCK 





























Burdines 


MIAMI =: MI] AMI BEACH 
Sunstheirie F C1ULO7US 


Seek ee \L cite in teat 


Sno-White Patent Leather—flowing, brilliant, alive. Seymour Troy uses it with consummate 
skill in these two shoes for a southern background. Their twinkling whiteness casts an 
aura of youthful vitality in keeping with the gay spirit of southern nights and colorful days. 
And, with an eye cocked on the budget, they're the perfect answer to the problem of own 
ing a pair of shoes that are eternally white. A swish with a damp cloth erases all signs of 
dust and dirt. Be sure to stop in at Burdine's this season to see the new Troy shoes in sunny 


Sno-White Patent. For Sno-White is certain to be a fashion first everywhere next summer. 


oie L SNO-WHITE PATENT 


\ ») 








ee ee 
er or: merchan- 


ee \ 
see in black, 


ae 
and in the other live, ane colors — because i ilds—consumf 


appreciation/for shoe 


jiation. Consumer 
—~ 
N tHedudey 


with the brilliant Colonial finish that cannof’fa Appreci- 


oes. im of 


(Merit has made it the 
world’s largest selling patent leather 
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COW 


Help Justin 





vieTdR 


This is Justin's Lemay 


“'Planter’s Punch, 

a smart shoe style 
completely venti- 
lated for summer 
foot comfort. 
White, tan or 
black elk on 
Blackstone last. 
$3.25 - 5% 30 days. 





Sure, we got cowboys helpin’ us sell shoes—not actually, of course—but when you 
been makin’ high grade boots more than 58 years for as particular an “hombre” as the 
average cowhand, you really been doing something. And it means a lot in sellin’ 
shoes when you make them in the same skillful way. Besides our famous Jostin Boots 
we got two grades of shoes. The Justin Easy Walker is real good, moderately priced 
and stylish dindlionic by America’s best). The Justin Shoe has lots more quality for 
only a little bit higher price. Why not let our cowboys help you sell shoes . . . just 


write us today. H. J. JUSTIN & SONS, INC., FORT WORTH, TEXAS 





*-When writing advertisers please mention Boot and Shoe Recorder 








